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Cimin g 
TIMING is important, for the wise hunter knows 


when to hunt—when to lead the bird—when to pull 
the trigger! 


Do you use TIMING in your credit extension? 
Thousands of credit granters have learned that by 
TIMING their credit extension steps they can do 
more business profitably. 


Your TIMING is RIGHT: 


@ If you take a complete credit application 
without fail before you open a credit 
account! 


@ If you check it through your credit bureau 
before credit is actually extended! 


@ If you follow up any accounts that are in- 
clined to become slow by checking them 
through the credit bureau! 


@ If you check through the credit bureau on 


“add-ons” that are over a reasonable credit 
limit! 


If you will TIME all your accounts to be checked 
through your credit bureau—then you will obviously 
TIME your profits! 
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Sewing Over 2000 Members 


The National Retail Credit Association contributes this space monthly as a courtesy to its members of the 
Associated Credit Bureaus of America. 
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essential 
+. 


In each of four cities of the U.S.A., 
a distributor has need for a man- 
agement associate to operate the 


C O N T E N T S , accounting and credit end of the 


business—so that the top man 
° a may concentrate on sales. 
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COMMUNITY CREDIT POLICY 








COMMUNITY CREDIT POLICY for the Re- 
A tail Merchants of Minneapolis has been recom- 
mended by the Postwar Planning Committee of the 
Retail Merchants Association of Minneapolis. This 
policy will become effective when Regulation W _ is 
abolished. 

Adherence to this Community Credit Policy by the 
retailers of this community will mean the elimination 
of competition in credit terms, the stabilization of credit 
conditions, and the saving of much of the enormous 
annual losses due to carrying overdue accounts. 


Classification of Accounts 
Accounts shall be definitely divided into three classifica- 
tions: 
1. Monthly Charge Accounts, 
2. Deferred Payment Accounts, 
3. Lay-By Accounts. 


Monthly Charge Accounts—Definition 

Monthly Charge Accounts are for purchases made dur- 
ing the calendar month on open account, and are due and 
payable by the tenth of the month following purchase. 
The consumer should be notified of these terms, and it 
should be understood by the consumer that the account 
Cycle billing 
accounts are due 10 days after date of billing. 


is overdue on the day following due date. 


Monthly Charge Accounts—Billing 
It is permissible to cut off not to exceed three business 
days at the end of each month so that statements may 
be mailed to reach the consumer on the first. 


Monthly Charge Accounts—Advertising 
Restrictions 

Merchants will refrain from advertising any terms on 
Monthly Charge Accounts for more than thirty days, 
excepting the usual three-day cut-off which is allowed at 
the end of the month. Any special payment plans such 
as budget, 30-60-90 days, 10 weekly payment, extended 
payment, or any deferred payment plan, should not be 
referred to in advertisements as charge accounts. 


Monthly Charge Accounts—Discounts 


Special discounts shall not be offered for prompt 
payment nor to induce payment of bills within any 
specified period, nor shall discounts be allowed to anyone 
except your own store employees. 


Monthly Charge Accounts—Control 

It is recommended that for the benefit of both the 
consumer and the merchants, charge accounts be curtailed 
when they become 60 days delinquent with the merchant 
himself or others. 

Example :—(Purchases made in January are due 

February 10th and are 60 days delin- 

quent on April 10th). 
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Deferred Payment Accounts—Definition 
Deferred payment accounts are transactions made 
through the medium of a Conditional Sales agreement 
wherein title is retained by the merchant. 
(1) Hard Merchandise—Definition: 
“Hard” merchandise is that which is used in the 
furnishing of a home or that which has, during 
the life of the article, a fair resale value. 


Glassware Linens 
Pottery 
Kitchen Utensils 
Household 
Utilities 
Garden Equip- 
Oriental Rugs ment 
Domestic Rugs 


Furniture of all 
kinds 

Mattresses 

Springs 

Blankets 


Spreads 


Towels 
Jewelry 
Optical Goods 
Tires 
Television 
Receivers 
Musical 
Instruments 
* Roofing 
* Automobiles 
*Insulation 
*Plumbing 
*Oil Burners 
*Stokers 
*Gas Heating 
Units 
*Refrigerators 


Fireplace Fix- 
Draperies tures 
Linoleum Unfinished 
Venetian Blinds 
Lamps 
Radios 
Phonographs— 
Records 


Pictures 


Furniture 
Mirrors 
Paints— 

Wallpaper 
Cutlery 
Silverware 
Guns 
Outboard 

Motors 
Camp Equip- 


Washing 
Machines 

Ironing 
Machines 

ment Vacuum 


*Deep Freeze 
Units 


Sheets and Cases | 


Sports Equip- 
ment 
Dinnerware 


Cleaners 
Electric Stoves 
Gas Stoves 


* Pianos 


Down Payments—Hard Merchandise 
A down payment of at least 10 per cent of the pur- 


chase price shall be required. 


Monthly Payments—Hard Merchandise 
All merchandise listed in the foregoing shall be limited 
to 18 months with the exception of those items indicated 
by an asterisk, on which terms of not more than 24 
months can be extended. Minimum monthly install- 
ments of $5.00 shall be required. 
(2) Soft Merchandise—Definition: 
The term “soft”? merchandise is generally applied 
to items sold on a deferred payment plan, and 
which is usually considered to have little or no 
resale value, such as: 
Men’s and Boys’ Coats and Suits 
Women’s, Misses, and Girls’ Fur Coats, Cloth 
Coats, Suits and Ensembles. 


Down Payments—Soft Merchandise 
All of the apparel listed directly above, may be sold 
on terms of 30-60-90 days without a down payment. 
Women’s apparel as listed may be sold on a maximum 
time limit of 9 months with a down payment of 20 per 


cent. 
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requi red. 


Carrying Charges—Deferred Payment 
Accounts 
A carrying charge of 4 of 1 per cent monthly may be 
charged on all deferred payment accounts which exceed 
9) days. This charge shall be figured on the original 
purchase price less the down payment, and shall be 
applied at the time the contract is signed. 


Lay-By Accounts—Definition 
The term “lay-by” is applied to merchandise which 
is purchased and, at the request of the customer, retained 
by the store for a period of time. 


Lay-By Accounts—Terms 
A down payment of 20 per cent is required and the 
time limit for holding such merchandise is not to exceed 
30 days. It is permissible, at the expiration of that time, 
to transfer the merchandise to an open or a deferred 
payment account. 


Merchandise Returns 

The return of merchandise is an economic question of 
great importance, not only by reason of its effect upon 
merchandise stocks, but also because of the loss occasioned 
by handling and other factors incident to its delivery 
and return. It is recommended that monthly charge 
accounts be closed when the credit manager’s analyzation 
indicates an average of returned goods that is excessive 
to an extent that makes the account unprofitable. Re- 
turns amounting to 25 per cent or more of total purchases 
are considered excessive providing five or more items have 
been charged during the year. 

1. The following articles will not be accepted by the 
stores: 

a— Bedding and mattresses, 

b — Combs, hairbrushes and toothbrushes, 

c— Hair goods, hair ornaments and veils, 

d— Rubber goods sundries, 

e — Bathing suits, 

f — Foundation garments, 

g—Shoes which have been altered, 

h— Garments altered for purchaser, 

i— Hats and all merchandise worn or used, altered 
or made specially to customer’s order, 

j—All merchandise specially ordered and not reg- 
ularly carried in stock. 

2. The above regulations do not apply to defective 
merchandise but no merchandise can be returned as im- 
perfect when— 

a— Damaged by improper dry cleaning, laundering 
or pressing. 
b— Injured by perspiration or improper use of de- 
odorants. 
3. Yard goods, cut at the request of the customer 
(when acceptable to the store), may be returned for 
credit of 80 per cent of the purchase price. 

+. Gifts—when identified by the store, may be ex- 
changed for other merchandise—subject to the usual time 
limitation as indicated in Paragraph 5. 
however, are not subject to cash refunds. 

5. SLX BUSINESS DAYS is the time allowed for 
the return of merchandise. 


Gift returns, 


SALES CHECKS SHOULD ACCOMPANY ALL 
RETURNED MERCHANDISE 


Cashing Checks 
A service charge will be made for cashing checks ex- 

cept when same are given in payment of merchandise or 
for credit on account. The following schedule of charges 
shall apply: 
MINNEAPOLIS AND 
ST. PAUL CHECKS 

Checks up to $50 inclusive 5¢ 

$51 to $100 inclusive 10¢ 

Over $100 at the rate of five cents 

for each additional $100 or fraction 

thereof. 


OUT-OF-TOWN 

CHECKS 
CHECKS COLLECTIBLE THROUGH 
THE FEDERAL RESERIE BANK 
Checks up to $50 inclusive 10¢ 
$51 to $100 inclusive 15¢ 
Over $100 at the rate of ten cents 
for each additional $100 or fraction 
thereof. 
CHECKS NOT COLLECTIBLE 
THROUGH THE FEDERAL 
RESERVE BANK 
Checks up to $10 inclusive 15¢ 
$11 to $100 inclusive 20¢ 
Over $100 at the rate of twenty cents 
for each additional $100 or fraction 
thereof. 


Cooperation 
Cooperation and Teamwork. 
is unique. 


The credit profession 
It is different from any other profession or 
buisness in that the very basis is the ledger information 
of our competitors as well as our own experience with 
debtors. It, therefore, follows that the success of the 
Community Credit Policy depends upon the cooperative 
spirit of the merchants. 

It is the duty of all credit departments to report 
delinquent accounts monthly, and to send to the Credit 
Bureau a complete list of rated accounts when requested 
by the Credit Bureau. The list should include monthly 
accounts and deferred payment accounts. All accounts 
charged to Profit and Loss should be included. 

The Credit Bureau should be notified when a new 
account is opened, and should receive all data relating 
to the consumer. It should also be notified when accounts 
are closed. All unpaid accounts, four months or more 
overdue, must be reported to the Credit Bureau. 

Before opening an account or extending retail credit, 
adequate information should be obtained to determine the 
responsibility and the current credit status of each in- 
dividual. This can be accomplished by clearing, giving 
and securing all retail credit information through the 
Credit Bureau. 

Deferred payment accounts shall be rated by the 
merchant annually, and these ratings will be included 
in the regular reports and the credit rating book published 
by the Credit Bureau. xk 
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New Conceptions of Values 
Will Influence the Future 


Louis Spencer 


General Manager, Spencer Collection Service, Oakland, California 


ROPHECIES are precedents before they can 

be recorded in this rapidly moving world we 
live in. Policies adopted in the forenoon are ob- 
solete in the afternoon. Methods that have been 
condoned since time immemorial are suddenly 
antiquated. Everyone is affected—everywhere! 
New world leaders; new governments; new 
world-wide problems; new political, social and 
economic ideas; new evils and fears; new, fan- 
tastic, perfected instruments of power, are vying 
with each other in commanding our attention, 
our interest and our comprehension. 

Those individuals who looked forward to a period of 
relaxation and freedom from anxiety after the winning 
of the war are learning that we have additional responsi- 
bilities that will permit no physical or mental laziness. 
We are all confronted with questions that demand an 
immediate answer. The expediencies of the moment 
overshadow judicious appraisals and encourage make- 
shift programs. Mischievous temptations surround us, 
and impediments in our paths of progress will cause 
many people to indulge in practices that are not sound 
moral and business tenets. It will be easy to ration- 
alize ourselves into the belief that the end justifies the 
means. When there is so much tumult and confusion, 
it is easy to cover up errors, because others are too 
occupied with their own affairs to check our work. 


We Need Rigid Self-Discipline 
Was there ever a period when it is more essential for 
each person, and especially each businessman, to rule 
his own conduct wth rigid self-discipline? While we 
have always regarded ourselves as being morally superior, 
we are now disconcerted by a rapidly growing conception 
that our moral standards have not kept pace with our 
technological ‘achievements, and that we must remedy 
the matter quickly. Applying this thought to the business 
world, it is asserted that a sound economy will never be 
attained by accepting the judgments of men based solely 
on what they think they need for their individual and 
financial advancement. It is contended that a broader, 
less self-centered viewpoint must be entertained, and that 
men will profit in the final analysis only if they sub- 
scribe to, and work for, the advancement of society as 
a whole. When we spend many times more for chemical 
research to improve ourselves technologically than we 
spend for medical research to improve human health and 
lengthen human life, we indicate that we are too material 
minded for our spiritual salvation. It is further argued 
that since we have discovered how to split the atom, and 
have unequaled power for good or evil, our spiritual 
development is imperative or we shall destroy ourselves 
and the civilized world. 
Credit and collection men regard themselves as realists 
rather than idealists. Anything that suggests the roman- 
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tic, the poetic, or the philosophic is usually shunned as 
being unworthy of business minds. Nevertheless, credit 
and collection men are idealists if they subscribe to better- 
ment programs, even when they define their actions as 
being enterprising, not Because of the 
ideologies (not idiotisms) for which the war was fought, 
it is predicted that all businessmen will be pulled in one 
direction by abstract theories that will be difficult for 
some to grasp, and in another direction by practical ideas 
that will have a greater appeal to those who are chiefly 
concerned with gratifying their immediate personal in- 
clinations and desires in a material sense. Newer more 
enlightened conceptions will prevail, and daily business 
actions will be beneficially influenced. While it is a 
foregone conclusion that credit and collection men will 
intend to lend constructive aid, they will not be successful 
if they direct their attention toward a goal of question- 
able virtue. To be truly efficient, they must be morally 
impelled to cooperate with other people. 


visionary. 


Millions of erstwhile war workers are now attempting 
to adjust themselves, painfully in many instances, and 
the more unfortunate are nursing bitter disappointment 
and resentment. Whether or not their individual griev- 
ances are justified, their misery and discontent make them 
critical and faultfinding. They feel that they fought 
for the Four Freedoms, and that Freedom of Oppor- 
tunity, or the right to a job and a decent living, is their 
due. As a group, they represent an imposing social, eco- 
nomic and political force. 

Millions of erstwhile military men and women are 
returning to civilian life, only to find themselves con- 
fused, perplexed, and in thousands of instances, dis- 
illusioned and bitter. These returning veterans are not 
going to be patient with those who lend only lip service 
to more humanized social problems. “They want, and 
have the right to expect, the utmost consideration in all 
social and business relations. As a group they will exer- 
cise a mighty influence, for they will be organized and 
directed by young, dynamic men who are not likely to 
be subservient to the customs of the past. These two 
groups, plus the groups represented by religious leaders, 
educators, writers, labor leaders, and others with pro- 
nounced leanings toward improved human relations, will 
make their conceptions felt to a greater degree than 
heretofore. These conceptions will be to the effect that 
human life, spiritual development, moral conduct, eco- 
nomic opportunity and security, plus sufficient leisure for 
the improvement of minds, are necessary to a full life 
and happiness, and that they are more valuable to our 
National well-being than all the gold stored at Fort 
Knox. 


Business is essentially concerned with factual proposi- 
tions, and businessmen are conditioned to look at the 
propositions in a mercenary manner. ‘The idea that 


“business is business’’ permeates our thinking. Business- 
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men, as a rule, do not permit sentiment, or emotional 
appeals to divert them from engaging in what is termed 
sound business practices. Yet, businessmen will be de- 
ficient in business acumen if they fail to comprehend that 
it is always sound: business to recognize trends, and to 
cater to them. While it may be difficult to understand 
exactly how the desires of the crusaders are to be realized, 
businessmen can at least be sympathetic with the objec- 
tive, and they can so conduct their activities that they 
shall not be regarded as opposing the progressive reforms. 
To extend credit judiciously, and to collect all legal 
claims, will, of course, be the job of the credit and collec- 
tion executives. However, we are privileged to temper 
our stern duties with refinements, and with a full realiza- 
tion that the transaction at hand should be weighed 
against the effect it may have on future business, or social 
affairs. ‘The idea can be implemented by giving careful 
consideration to every individual transaction, and to the 
circumstances that surround it. For the sake of illustra- 
tion, let us admit that a creditor is legally entitled to 
demand the payment of past-due debts. However, let 
us also imagine the reaction of the public were the 
creditor to bring a lawsuit against a maimed, destitute 
veteran of World War II. It is all very well to argue 
that one may always do what he is legally entitled to do, 
but the argument is fallacious because laws do not create 
public opinion. Public opinion creates laws, and public 
opinion can also change them, or abolish them, almost 
overnight. To treat the deserving with understanding 
and kindness, but to preserve an inflexible attitude when 
dealing with the deliberate evaders of obligations, calls 
for discrimination and self-control. Credit granters and 
collection men can no longer be indifferent in this im- 
portant respect. “They should be conscious of the fact 
that great powe: carries great responsibilities with it. . 


Misuse of Power 

A policeman recently observed that when otherwise 
considerate and law-abiding citizens get behind the steer- 
ing wheel of an automobile, the flow of power at their 
disposal often causes them to adopt reckless, bullying 
mental attitudes, making them a menace to the safety 
of lives, including their own. Thus, some men who are 
placed in a position where they can browbeat others and 
where they have the power to subject others to great 
embarrassment and hardship, seem to lose their perspec- 
tives, and become unreasonable and tyrannical. Because 
of the war, the American people will make short shrift 
of such dictators. 

New conceptions of proper methods are in the future. 
It is no longer considered necessary to be rude when 
collecting past-due accounts. While the individual debtor 
may deserve no consideration, proper consideration must 
be given to public opinion. Public opinion decrees that 
to combat one evil by attacking it with another only 
serves to perpetuate evil. Human relations cannot be 
improved by subscribing to any such stupidity as a matter 
of policy. 


The Public Relations Committees of the leading col- 
lection associations, without waiting to be prodded, are 
formulating and sponsoring more effective methods for 
the benefit of credit granters, debtors and the public, as 


well as for their own advancement. Many of the most 
Progressive collection offices have been spending their 


Will You Help? 


THE SURRENDER of the Japanese brings us to 
the beginning of what may be the greatest era in the 
history of retail credit. If we accept the opinion of many 
of our leading economists, the success of our postwar 
era will depend to a great extent upon retail credit to 
bridge the gap between production and consumption. 

During the war years credit departments suffered 
through loss of volume of business, loss of trained per- 
sonnel, and lack of mechanical equipment. In our recon- 
version from a war to a peacetime economy, we must 
decide whether our present philosophy, methods, and 
equipment will be sufficient to meet the demands of this 
new era. Many of us feel that our entire department 
must be modernized. The greatest aid in meeting this 
reconversion challenge is the support and aid of the Re- 
search Division of our National Retail Credit Association. 
We are fortunate in having as the Director of this im- 
portant division Arthur H. Hert, a man _ thoroughly 
qualified by training and experience. We must realize, 
however, that the success of the Research Division de- 
pends to a great extent upon us. A few of the aids to 
Mr. Hert are prompt and complete answers to all ques- 
tionnaires, suggested studies in anticipation of future 
needs, the clearing of our perplexing problems through 
the Research Division, and contributing the results of our 
own studies and experiments. 

Our Credit Department Operating Expense and Other 
Data are being revised, and early in 1946 you will be 
asked to supply us with your 1945 operating. figures. 
This study alone is so valuable that it is unfortunate 
that war conditions made it impractical to continue the 
study for 1942-1943-1944. 

Now is the time for us to be conditioning ourselves 
and our departments for the demands of the future.— 
Harry L. Bunker, Credit Manager, H. C. Capwell Co., 
Oakland, Calif.; Vice-President, National Retail Credit 
Association, Chairman, Research Committee. wk 








own money for publicity that is actually of more im- 
mediate benefit to the credit granters than to the collec- 
tion firms. They are doing this because they realize that 
what benefits the credit granters, the debtors and the 
general public as a whole, is in the best interests of the 
collection offices. In taking this forward-looking attitude, 
the progressive collectors do not presume to think of 
themselves as being altruistic, neither will they appreciate 
any implication that they have grown lax, that they are 
on the defensive, or that they are under obligations to 
make amends for past action. 

The enterprising collection fraternity simply believes 
in beating public opinion to the punch. It prefers to 
do things because it wants to do them, and not because 
it is made to do them. It sees the light, and it has the 
moral courage to climb in its direction. 


Thanksgiving Day, 1945, will be the most momentous 
in the lives of this generation. Even so, it will not be 
fully observed unless Americans think of the Thanks- 
giving Days of the future, and resolve to so conduct 
themselves that our human relations will be fruitful 
and satisfying. kik 
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Training Credit Department Employees 


To Build Good Customer Relations 
W. B. Romney 


Manager, Retail Credit Sales, Zion’s Co-Operative Mercantile Institution 
Salt Lake City, Utah 


SALES representative from a large national 

appliance manufacturing firm met with our 
general manager, assistant general manager and 
several department heads a few weeks ago for the 
purpose of outlining a sales plan for the postwar 
period. During the course of his chart form dis- 
cussion, he indicated that his company planned an 
extensive advertising campaign and would work 
with our Advertising and Display Departments, 
and our Personnel Department would be asked to 
assist in the training of the salesmen. Then, turn- 
ing to me, he said, “We ask also for the coopera- 
tion of the credit department. However, based on 
past experience, we anticipate no complaint in 
this respect.” 

The credit department as a unit, and the credit em- 
ployees individually are definitely interested in good 
customer relations, and good customer relations mean 
sales. It is a mistaken idea that the credit department 
is a hindrance to the salespeople, or a menace to the 
customer. The employees of a well-organized credit 
department should be trained to promote customer good 
will. The training of credit employees is simplified 
if care is exercised in the selection of the right type of 
person. Obviously a credit department employee should 
have a pleasing personality, and know how to smile. He 
or she should possess the ability to judge people and 
understand the importance of maintaining customer good 
will. Before the new employee starts to work, the credit 
executive or his assistant should outline briefly the com- 
pany credit policies and the correct customer approach, 
with emphasis on the following: 

1. Always be courteous. 

2. Never argue with a customer. 

3. Understand the customer’s complaint, then be sure 
it is adjusted immediately. 

The new customer’s impression of a store is often 
gained at the time the account is opened. Courteous and 
tactful treatment will be remembered and will build 
good customer relations. Remember, some customers 
are timid, but a pleasant smile or a pleasing, “How do 
you do, Mrs. Smith,” will often put the customer at ease. 
Much more credit information can be obtained from a 
customer who is relaxed, and she will leave the depart- 
ment thinking: ‘“That interviewer is an interesting per- 
son. This certainly is a fine store.” 

Never assume an argumentative attitude. “Teach your 
new employee the importance of being a good listener. 
Permit an angry customer to talk. Then, instead of 
trying to defend your position, agree with the customer. 
“Yes, Mrs. Smith, I would feel the same way if the 
situation were reversed.” What happens? The cus- 
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tomer is astonished. You agree with her so she can't 
fight back. Now you are in a position to arrange an 
amicable adjustment of her complaint. The customer 
leaves the office feeling kindly toward the store and the 
credit department. 
good will. 


You have retained the customer’s 


There is nothing quite so irritating to a customer as 
to be billed month after month with the same mistake. 


The credit clerk should be impressed with the impor- | 


tance of knowing what the complaint is, and then mak- 
ing the adjustment immediately. If a complaint is taken 
over the telephone by someone other than the adjustment 
clerk, the detail should be written and given to the re- 
sponsible person to follow through. I know of two or 
three cases where credit clerks received gifts from cus- 
tomers for the efficient and prompt adjustment of a 
complaint. Such cases are unusual, but they do indicate 
that prompt adjustment of a complaint is appreciated 
and results in good customer relations. Of course, a 
new credit employee cannot absorb all there is to know 
at this first meeting. 
necessity of retaining customer good will, and by out- 
lining briefly what to do and what not to do to build 
good customer relations, the new employee is less likely 
to offend during the training period. 


Guidance of New Employees 
The new employee will learn quickly by working with 
the experienced clerks. Therefore, after this prelimi- 
nary interview, outlining credit policies and customer 
approach, permit the new employee to work for a time 
under the guidance of one of the more experienced clerks. 
This method will give the new employee confidence as 
well as a better understanding of the job, and this all 
The credit executive 
should take the lead in promoting good customer rela- 
tions. ‘The customer appreciates being recognized by the 
credit executive. Promotion letters, new account letters 
and “thank-you” letters should be signed by the credit 
executive. Our experience with an_ end-of-the-year 
“thank you” letter sent to all prompt-paying customers 
proves that the customer likes to be recognized by the 
department head# Many of our customers have called 
or written to xpress their appreciation of this recogni- 
tion. 


leads to better customer relations. 


The promotion of customer good will has undoubtedly 
been neglected during the war years. Prepare now for 
the postwar period. The credit executive should lead 
the way. Take inventory of your habits. Stimulate in 
your credit employees a desire to improve customer rela- 
tions. Make certain that if your credit department or 
store is listed in the customer’s little black book it is 
entered on the credit side. befall 
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lowa Installment Buying Poll 


RECENT SURVEY conducted by the Iowa Poll, 
A which we are printing through the courtesy of the 
Des Moines Sunday Register and Harland C. Bush, 
Manager, Credit Reference and Reporting Co., Des 
Moines, Iowa, reveals that the people of Iowa have 
doubts about the advisability of restoring peacetime in- 
stallment buying practices. They favor a limitation on 
the amount of installment contracts people should be 
Some business and 
credit associations have advocated control of installment 


allowed to sign at any one time. 


buying to prevent people from signing for payments repre- 
senting more than a proper proportion of their incomes. 
Sixty-two per cent of the Iowans interviewed by field 
reporters for The lowa Poll favored such an idea, install- 
ment buyers as well as those who had never actually 
followed the plan. Approval and disapproval varied in- 
versely with income ; approval being smallest in the lowest 
income group with disapproval correspondingly higher. 

Some of the facts and figures contained in the survey 
follow ° 

Some people say that the government rules on install- 
ment buying should be changed so as to allow installment 
purchases to be made for less than a one-third down pay- 
ment, and also to permit longer than a year in which to 
pay off the balance. In general, would you say that this 
is a good idea? 

TOTAL CITY TOWN 

Yes 30% 29% 33% 
Yes, Ree 14% 12% 
No 36% 36% 33% 
No, qualified ~-~- 10% 9% 
Don’t know 11% 13% 


FARM 


Among those who said “Yes,” but qualified their an- 
swers, about 7 out of 10 felt that payments should be 
fitted to the item purchased, about 1 in 4 thought :that 
the plan was all right for big items. About 1 in 20 
volunteered the opinion that the 12-month time limit 
should be retained. 

Among those who qualified their ““No”’ answers, about 
half disappeared because they felt that people buy too 
much merchandise when payments are too easy, one-third 
thought that a longer than 12-month payment period 
is not desirable, and the remainder favored keeping the 
wartime down payment. 

Those who have had installment buying experience 
favor restoring peacetime standards in this field as is 
revealed in the following answers: 

INSTALLMENT NO INSTALLMENT 
EXPERIENCE EXPERIENCE 
Yes 38% 17% 
Yes, 15% 11% 
No 29% 48% 
No, qualified —_- 11% 7% 
Don’t know __- 7% 17% 

That lowans believe installment buying should be kept 
within bounds so far as individuals are concerned is re- 
vealed by responses to the following question: 

It has been suggested that businessmen set up some 
Sort of control to prevent people from signing for install- 


ment payments totalling more than a certain per cent of 
their monthly income. Do you think such a limitation 
would be a good idea, or should people be allowed to du 
as they please? 

TOTAL CITY FARM 
Good idea 64% 63% 59% 
Do as they please__ 34% 31% 35% 36% 
Don’t know 4% 5% 2% 5% 


TOWN 


When the responses to this proposal are separated ac- 
cording to whether those interviewed had or had not 
bought on the installment plan, the following results are 
shown: 

INSTALLMENT 
EXPERIENCE 


NO INSTALLMEN1 
EXPERIENCE 

Good idea 63% 

Do as they please 37% 30% 


= 


Don’t know --- 2% 1% 

That those with lower incomes are less enthusiastic 
about any such restriction is revealed by the following 
grouping of responses by economic status. 

UPPER 
TOP MIDDLE 


LOWER 
MIDDLE LOW 
Good idea 5% 74% 64% 52% 
Do as they please____ 23% 23% 32% 43% 
Don’t know 2% 3% 4% 5% 
That past experience with time buying is quite preva- 
lent was revealed when Iowans were asked: 
Have you ever bought anything on the installment 
TOTAL CITY TOWN FARM 
67% 65% 61% 
356 Zs 396 / 





success / 


Large midwestern department store group with 


headquarters Chicago uses Reply-O-Letters to 
get mail orders from inactives. Response so great 


that they are able to move staples at a profit! 


Why it ups returns—the handy reply card 
encourages customer's reaction. Easy for 


you to mail. Easy for customer to reply. 
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Credit vs. Reconversion 


BUSINESS, prior to the war, was going along on 
quite an even keel, however, competition forced reckless 
credit extensions, some beyond the life of the value of 
the articles sold. Down payments were often so small 
that customers did not feel the possession of ownership ; 
therefore, repossessions were numerous, and the credit 
structure was weakened. After Pearl Harbor the 
government found it necessary to place restrictions on 
business, and credit departments were not excepted. 
Regulation W emphasized this point. War agencies such 
as WPB, OPA, OWI, USDACWB, SFA, WFA, 
SWPC, ODT, WLB, and many others were organized, 
and all had rules and regulations, some numbering into 
the hundreds. Controls were necessary in order to con- 
serve critical and. strategic materials, equipment, food, 
clothing and labor. 

If we had to institute controlling agencies again, with 
the benefit of the experience we have gained, improve- 
ments in the system would be effected. However, we 
are upon the threshold of a new era, and controls are 
in the process of being liquidated. Oyr principal concern 
now is: how aré we going to increase sales, meet com- 
petition, and compete in credit and in installment terms ? 
Let us go forward, armed with our past experiences. 
We have had forced curtailment of unsound installment 
credit practices, and we can, therefore, make a fresh start. 

Before the war, tradespeople were ignoring safety 
measures, and were endeavoring to meet increasingly dif- 
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ficult credit terms. This was injurious to the entire 
credit structure, for an extension of credit beyond the 
life of the article sold cannot be justified, likewise, an 
extremely small or no down payment on an installment 
sale overtaxes the earnings of buyers and eventually 
defeats the purpose of the plan. A down payment should 
never be permitted to go below 20 per cent, or 15 per 
cent at the minimum. 

The future will present many problems insofar as 
extensions of credit are concerned. While workers pos- 
sess war bonds and bank balances, the shift of popula- 
tion from war centers to home communities, plus the 
need and desire for necessities and luxuries will soon 
return the majority of the people to everyday work de- 
pendence. Collections will continue to be easy for possi- 
bly six to twelve months, but eventually longer terms 
will be requested and competition will force smaller 
down payments. The desire for increased sales, combined 
with credit laxity, will make it harder for individuals to 
meet their contracted obligations. 

In order to avoid a possible breakdown in the credit 
structure in the future, credit executives and responsible 
firms should sponsor an intensive and continuous educa- 
tional program. Thus, the public will always be con- 
scious of their responsibility in buying and living within 
their means and meeting credit obligations promptly. 
Careful analysis of credit risks has become important, and 
wise credit councelors will secure the facts before open- 
ing the account. In other words, the credit executive 
should be reasonably sure that out of every 100 new 


accounts accepted, 98 will live up to their obligations | 


and pay their bills promptly, or as agreed. 

Credit Bureaus throughout the country, the accepted 
reservoirs for credit facts, will endeavor to do their full 
part in working for and cooperating with business to 
the end that prosperity and good business will continue 
for many years to come.—V. A. Rogerson, President- 
Manager, The Credit Bureau, Clarksburg, W. Va. *** 


Lest We Forget 


COURTESY builds good will; discourtesy destroys 
good will. Therefore, the initial contact with the cus- 
tomer should be a pleasant one. Your receptionist should 
be trained to meet all requests with a cheerful welcome. 
It is possible to say no graciously, but better than that, 
do not say no if you can say the same thing in another 
way. ‘We would like to do what you ask, but I do not 
see how we can,” is better than a cheerless refusal. 

Beyond the reception there should be a pleasant credit 
interviewing program. ‘‘Where do you live, or what is 
your name?” or any other credit information can _ be 
obtained without asking a blunt question. “The customer 
who is applying for credit will tell you more than you 
want to know if you encourage him to speak freely. Be 
ing friendly and attentive makes for casy conversation, 
and the less you say, the more you will learn. If after 
the application has been taken you find that it is imposst 
ble to grant credit, and the sale must be declined, talk 
to the customer again and try to agree on some acceptable 
arrangement. Many an account that is unacceptable for 
credit may be converted into a cash sale, a C.O.D., of 
a will call—Clarence E. Wolfinger, Credit Manager, 
Lit Brothers, Philadelphia, Pennsylvania. wat 


Please Mention The CREDIT WORLD When Writing to Advertisers 


R, 
Nati 
meet 
meet 
tast 
ham, 
| 5 0 
since 
com 
bersl 
clatic 
who 


assoc 


Thre 
a te 


torm 


team 
awa! 
woul 
of th 
com] 

A 
cour 
ot t 
mem 
Pres 


Ten 





tt 






























ss + + + 
entire 
id the ® . ee e,¢e 
Iment 
tually 
re Nashville Reports 34 New Members New Members 
per ~ aS os alta elie ae ae 
R. E. BUCKINGHAM presented 24 new local and 1945 STARTED OFF with a Bang! The first asso- 
lar of National members (pictured below) at the September ciation to come in was Honolulu, Hawaii, in June, with 
Ss pos: meeting of the Nashville Retail Credit Association. The 48 members. This was followed in July by Elmira, 
opula- meeting was sponsored by the Credit Women’s Break- New York, 40 members; Richmond, Indiana, 19 mem- 
us the fast Club, and was held September 20. Mr. Bucking- bers; and Redlands, California, 17 members. Just under 
| soon ham, who is seated in the center of the picture, secured the wire in October was Centralia, Washington, with 
rk de- 15 of the members in five days, and has added 10 more 101 new members—the result of fine work on the part 
possi- since that date, making a total of 34. He is to be highly rs a gy ig ly of the Northwest 
terms commended for his excellent work in building the mem- I on oo Boa B : The ours i of the 
rr igs! zewis County Credit Bureau. 1e new members re- 
maller bership of the local, as well as that of the National Asso- Ae : : ‘ 
inal ‘ihe é ; ‘ . é ‘ ported for this year follow: 
nbinec ciation. Nashville has 17 acting committee chairmen A : 
1als to ho ave worki hard. and the membershi t the lacal Cities Reporting 10 or more New Members 
who are working hard, and the membership of the loca 
ube Rare & a oe — June 1, 1945, through October 22, 1945 
ood association is gaining rapidly in strength. District No. 2 
“ , : oe *Elmira, N. Y. 
neath . We Suggest that, in order to interest othe r membe rs District No. 5 
educe. in active participation in building membership totals, Akron, Ohio 
j ee oe. oak P a ee ee District No. 7 
e con- a national competition be set up, and prizes be offered. Port Sauith, Ack. 
within [Three men from each state could be selected to make up Pine Bluff, Ark. 
mptly. a team, and each member would be graded on the per- Wichita, Kan. . 
’ , saph Springfield, Mo. 
it, and formance he rendered to his local association and to the Kansas City, Mo. 
- open- N.R.C.A. The working of the team would resemble that Di oe a Okla. 
age ; ; istrict No. 
ecutive of a football team, having a captain and several members. Houston, Tex. . 
0 new These teams could be divided into an All-Southern Team, - San — Tex. 
ee : me . 7 istrict No. 9 
rations a . . = , , , } 
g an All Northern Team, an All Eastern Team, and an Clovis, N. M. 
All-Western Team, to compete with each other. The Die No. 10 
-cepted oa ala di oF Sees _é algary, Alb., Canada. 
=. tal eleven or twenty-two high-scoring men out of the four Simenten At. Concéa 
teams would be selected for an All-National Team, and Mission City, B. C., Canada 
— & awarded a prize in appreciation of their efforts. We be rg Ra C., Canada 
yntinue ; : A Bork Ae i 
nideal would recommend Mr. Buckingham as captain of one Centralia, Wash. . 
‘ of the teams, since his work would undoubtedly stimulate _ Spokane, Wash. . 
kek , District No. 11 


competition. San Francisco, Calif. 
*Redlands, Calif. 
*Honolulu, Hawaii 
courage the members to work together for the good District No. 12 

of the local team, as well as for the building of the Baltimore, Md. 


ane se Aig :: Philadelphia, Pa. 
membership of the National Association.—Harvey King, District he 13 


President, Nashville Retail Credit Association, Nashville, __*Richmond, Ind. 


Tennessee. *New National Units. 


A contest such as this would build interest, and en- 
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New Pay-Promptly Advertising Campaign 
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THE NATIONAL Retail Credit Association has 
engaged an advertising agency, Kelly, Zahrndt & Kelly, 
St. Louis, to prepare the copy for a new pay-promptly 
advertising campaign. This agency is very capable of 
handling campaigns of this type, as one of the partners 
was formerly connected with a large department store, 
and is thoroughly familiar with retail credit policies 
and procedures. 

The new campaign will be in the form of newspaper 
advertisements, and the mats will be available for those 
who wish to purchase them from the National Office. 
The size of these advertisements will be 6” 
by 9” 


in width, 
in depth, and they are prepared in such a manner 
that the name of the local Association may be included 
at the bottom of each advertisement. The campaign will 
include fourteen mats, and the cost will be $35.00 for 
the entire series. In some instances, where it is decided 
not to use some of the mats, the cost will be $3.25 for 
each individual mat purchased. 

The titles of the advertisements for this new campaign 
are: 

“The Good Things of Life—on Credit.” 

“You Trust the Doctor—But Should He Trust You?” 

“Your Credit Record Is an Open Book.” 

“Will You Get the Job—If They Look Up Your 
Credit Record?” 

“He Used to Hide Out When His Creditors Came.” 

“Lucky His Credit Was Good When the Baby Came.” 

“Could You Get By If You Had to Pay Cash?” 

“Married 10 Years—and Never a Fuss Over Bills.” 

“Of Course, You'll Want Her to Have a Charge 
Account.” 

“Only 50 Cents in His Pocket—But He Walked Out 
With a $50.00 Suit.” 

“It’s Nice to Be Able to Say: ‘Charge It.’”’ 

“T Was Head Over Heels in Debt—and The Boss 


YOUR CREDIT RECORD 


By the way you pay, you 
write your own record in the 


files of the Credit Bureau. 


Millions of cards in the files of the Credit 
Bureaus of the United States and Can- 
ada, form the basis of credit reports— 
used by creditors and employers to judge 
the trustworthiness of individuals. 


Prompt Payments Make a 
Good Credit Record 
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Educate your “SLOW PAY” customers by 


using this new 


s an oven Book.) ! EDUCATIONAL STICKER 


One of our most popular and effective collection in- 
serts has been revamped and is now available in attrac- 
tive sticker form. It carries a splendid message on the 
prompt payment of bills and we predict excellent results 
if used on past-due statements. It is reproduced here in 
actual size and is attractively printed in bronze blue 
ink on goldenrod gummed paper. 


NATIONAL RETAIL CREDIT ASSOCIATION 


Shell Building 


Found It Out.” 


“Wherever You Go, Whatever You Do—Your Credit 
Record Follows You.” 

“He Never Saw Us Before But He OK’d Our Credit 
With a Smile.” 

A booklet illustrating these advertisements is also 
being prepared, and will be available when the mats are 
ready for distribution, about December 1. This new 
series of advertisements will be better than any pre- 
viously brought out by the National Association. The 
copy is interestingly written, and the art work very 
attractive and attention compelling. 

An intensive and continuous consumer credit educa- 
tional program is absolutely necessary at the present 
time in order to re-educate the public as to the advan- 
tages of credit and the prompt payment of bills. This 
new campaign will produce results, and should be a 
must for every local Association. wee 


T. F. Frawley Returns From Service 


Thomas F. Frawley, Jr., has been appointed office man- 
ager of Bonwit Teller, Inc., New York, N. Y. Mr. 
Frawley has just been released from the U. S$. Army Ait 
Forces where he held the rank of major. Prior to joining 
the Army in 1942, Mr. Frawley was general credit man- 
ager of Oppenheim Collins & Co. Previously, he had 
been associated with Jordan Marsh Co., Boston, and 
Stern Bros., New York. 


R. J. Schlicher in New Position 
Richard J. Schlicher has been appointed Credit Manager 
of B. R. Baker Co., Toledo, Ohio, according to an 
announcement made by Frank P. Baker, Vice-President 
and General Manager. Mr. Schlicher has been asso- 
ciated with credit and collection work for 15 years. 


PRICE $2.00 A THOUSAND 


St. Louis 3, Mo. 
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A Guide for Retail Advertising and Selling 
(The National Association of Better Business Bureaus, 
Inc., 212 Cuyahoga Building, Cleveland 14, Ohio, 138 
pages, $1.00)—This guide is produced on a nonprofit 
basis, and is the result of years of intensive work by men 
whose vocation is that of curbing unfair merchandising 
practices, and straightening out misunderstandings be- 
tween business and its customers. Because its contents 
strike at the heart of a problem in which all businessmen 
are interested today, that of maintaining public confidence 
in business, this book is timely in its forceful demonstra- 
tion of the value and effectiveness of voluntary self- 
regulation. 


Lie) 


World Economic Survey (Columbia University 
Press, New York 27, N. Y., 300 pages, $3.00)—This 
survey deals with a world at war, and reviews a period 
of full-fledged war economy in which the mobilization of 
resources reached its peak and war requirements reached 
their maximum tension. The period covered in this 
volume extends from the Autumn of 1942 to the end of 
1944. This edition is particularly interesting in that 
it deals with the world economic situation which will 
inevitably form the point of departure for much of the 
work of postwar reconstruction. 

Ay 

Your Cost of Postwar Tax Proposals (Harding 
College, Searcy, Ark., 76 pages) —This book, by Clinton 
Davidson, Jr., Director, Division of Research, Depart- 
ment of Popular Education, Harding College, is about 
the taxes you pay. You will find a discussion of three 
possible programs of government spending, and a work- 
able program that would benefit all classes of taxpayers. 

History of Banking Theory (The University of 
Chicago Press, 5750 Ellis Avenue, Chicago, Ill, 319 
pages, $3.50)—Beginning with the first evidences of 
banking in the second half of the seventeenth century in 
Great Britain and in the 1780's in the United States, 
Lloyd W. Mints, Professor of Economics at the Uni- 
versity of Chicago, examines the early evidences of bank- 
ing theories and traces their gradual growth in sophistica- 
tion and detail. Viewpoints on the following topics are 
discussed: The needs of business as the determinant of 
the volume of bank credit, the belief that liquidity is 
needed and the means of providing for it, the arguments 
for an elastic currency, the ends of monetary policy, and 
many other important points. 





To do more business profitably, and to help 
locate “‘lost customers,” always take a com- 
plete credit application from all new accounts 





and check these through your Credit Bureau. 





Help Wanted 


Alvin A. Smith, Manager, Credit Bureau of Hawaii, 
Box 174, Honolulu, Hawaii, writes as follows: “We 
are desirous of securing the services of experienced credit 
bureau workers, male and female, who are capable, ener- 
getic, all-around office help, able to talk to people over 
counter and telephone, write credit reports according to 
standard practice of the Associated Credit Bureaus of 
America, work in and with the collection division of the 
bureau, and adapt themselves to conditions as they are in 
Hawaii. Single people are preferred, and those who 
would be willing to stay in Hawaii for at least two years 
before taking a trip back to their respective homes. 
Working conditions are pleasant. We offer $150.00 per 
month to start, a 40-hour week, and two weeks’ vacation 
annually.” 


Women’s Wear Promotes Bill Hart 

W. D. Hart has been named promotion manager of the 
store equipment division of Women’s Wear Daily, ac- 
cording to an announcement made by Louis W. Fairchild, 
president of Women’s Wear Co. Mr. Hart has had 
wide experience in covering the retail market, and for 
many years he was retail news editor of Women’s Wear 
Daily. He has frequently appeared as a speaker on retail 
programs, and has been consulted on numerous occasions 
by retail groups on their plans for personnel changes, etc. 
As yet, no one has been named to succeed Mr. Hart as 


editor of the retail executive section of Women’s Wear 
Daily. 





SORTERS 
UPRIGHT AND FLAT TYPES 


Sales Slips, Departments and Clerks, Checks, 
Letters, Invoices, Vouchers, Freight Bills. 
Made in any size and indexed as desired— 
Alphabets, Numbers, Special Wording. 





Save Valuable Time and Space 
Prepare NOW for the Holiday rush 


Literature and Information upon request 
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506 S. Wells St. ° Chicago 7, lil. 
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E WERE FORTUNATE in being able to obtain Pull- 

\X man accommodations on The Lark, leaving Los Angeles 
for San Francisco, Tuesday evening, August 7. 

After checking in at the Palace Hotel, I called on Frank 
T. Caldwell, General Manager, Retailers Credit Association. 
This was my first opportunity to personally greet him in his 
new position. Had received a letter from Past President 
Frank Batty, General Credit Manager, Hale Bros., asking me 
to have luncheon on Wednesday, as the guest of Paul L. 
Grange, Store Manager, Hale Bros. The other guests, in 
addition to Mr. Batty, were Herman Shalef, Merchandise 
Manager; and Frank W. Freechtle, General Store Controller 
and Treasurer. Following luncheon at Solari’s, we discussed 
the postwar business outlook and postwar credits, the possi- 
bility of unsound installment terms, and the trends in that 
direction. 

Upon returning to the office, Messrs. Grange, Batty, and 
“I discussed briefly the consumer educational publicity cam- 
paign, to be sponsored by the National Retail Credit Associa- 
tion, if approved by the Board of Directors. The campaign 
is to be ready for release by the spring or early summer cf 
1946. Mr. Batty did not favor such a campaign for San 
Francisco. Subsequently, I disc ussed the plan with National 
Director F. D. Francis, Credit Sales Manager, The Em- 
porium, and he thought it should be well worth while and 


helpful if ready when Regulation W is terminated. 


San Francisco Breakfast Club Meeting 

It was my pleasure to attend the breakfast meeting of the 
Credit Women’s Breakfast Club of San Francisco on Wednes- 
Caldwell, who 


stressed advantage of membership in the organization, the 


day morning. The speaker was Frank T. 
activities and accomplishments of the club, and what it meant 
to the credit fraternity of San Francisco. Mrs. Christine 
Sinisgallo, President, presided, and Stephanic Dougherty, In- 
ternational President, and I spoke briefly. Mayme Crim, of 
Seattle, Past President of the 10th District Credit Women’s 
Breakfast Clubs of North America, was present and extended 
greetings from that district. 

On Thursday noon I attended a luncheon of the officers 
and directors of the Associated Retail Credit Men of San 
Dollard, Credit 
Manager of O’Connor-Moffatt & Co., could not be present 
because of illness. Was unable to see Messrs. W. F. Bradley, 
Credit Manager, S & G Gump Co., M. L. Cohn, I. Magnin 
& Co., and Melvin Bixel of Moore, Ltd., as they were on 
vacation. In addition to Messrs. Batty, Frank D. Francis, 


and Frank ‘T. Caldwell, I did call on John Carey, City of 


Francisco. Honorary .President Edw. J. 





@ © Above is a picture of the home of Mr. and Mrs. 
Frank Batty. Frank is in the foreground after a 
morning in his garden. 
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Paris Dry Goods Co.; W. V. Howe, Sommer & Kaufmann, 
Inc.; R. H. Clifton, C. W. Brown & Sons; Urban Morf, 
O’Connor-Moffatt & Co.; and Stephanie Dougherty, I. 
Magnin & Co. 


Also called on Waldo Marra, author of Streamlined Letters 
and the Credit Department Letters department of The 
Crepir Wor -p, who also conducts the Better Letters Service 
for N.R.C.A. Since his discharge from the Army, Mr. Marra 
has been connected with one of San Francisco’s large broker- 
age houses and is doing exceedingly well. 

That afternoon about 5:00 I accompanied Messrs. Batty 
and Francis to Orinda, located in the hills about ten minutes’ 
drive from Berkeley. It is a beautiful spot, approximately 45 


minutes from San Francisco. Enjoyed a delicious dinner 
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with Mr. and Mrs. Batty and their daughter Marjorie. Mr. 
Francis, whose wife was out of the city, was also a guest, and 
We spent a most enjoyable evening together. Thirty minutes 
of the time were spent in listening to President Truman’s re- 
port on the Potsdam Conference. 

Spent Friday and Saturday morning in Oakland, discussing 
research and other N.R.C.A. activities with Vice-President 
Harry L. Bunker. In addition to his duties as chairman of 
our Research Committee, Mr. Bunker is to serve as General 
Group Chairman for the 32nd Annual Conference and Credit 
Sales Forum, to be held in Cleveland, May 13-14-15-16, 
1946. He will assist in the preparation of the group pro- 
grams and, in cooperation with the Cleveland Committee, will 
All of Friday and 


Saturday mornings were spent with Vice-President Bunker, so 


stimulate. interest in the group meetings. 


my calls were limited. 


Had an interesting talk with H. Price Webb, formerly in 
credit work, who is now with the State of California, Depart- 
ment of Education, and who is doing an excellent educational 
job. He is very much interested in our educational program. 

Discussed with Mr. Bunker, Fred Hirschler, General Mer- 
chandise Manager, and John Hamilton, Controller, all of 
H. C. Capwell Company, the possibility of N.R.C.A. sponsor- 
ing a consumer educational campaign, largely through news- 
papers. Also discussed the proposed campaign with J. Oneal, 
Credit Manager, and L. J. Breuner, President, John Breune: 
Company, who were very much interested. Mr. Breuner, 
former president of the National Retail Furniture Association, 
expressed a willingness to serve on a committee as a representa- 
tive of the furniture dealers. 

\ttended luncheon Friday noon at the Athens Club, which 
was attended by the credit managers of the principal stores and 


financial institutions. Called at the credit bureau offices for 
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a brief visit late Friday afternoon, on my way back to San 


Francisco. 


ound the Oakland stores ready to close for the remainder 
of the day immediately after receiving notice of the sur- 
render of Japan. That report was prevalent on Friday and 


Saturday. 


‘ft San Francisco on the early train and reached Sacra- 
mento shortly after noon. Called on Arthur F. Henning, 
Secretary-Manager of the Retailers Credit Association, Inc., 
and discussed the postwar outlook. I found him optimistic; 
preparing for a large volume of business by streamlining his 
organization, improving the personnel and placing orders for 
labor-saving equipment or replacing equipment that could 
not be purchased during the war. He mentioned that his 
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Board of Directors took the attitude that they should have 
the most modern equipment, and no expense should be spared 
in planning for the efficient handling of business after the 
war. Mr. Henning reported finding some improvement in 
the personnel provlem, stating that in the past few days he 
had interviewed several promising-looking applicants. 

Monday evening, as guests of Mr. and Mrs. Henning, 
Mrs. Crowder and I enjoyed a delicious steak and Italian din- 
ner at a homelike restaurant two miles from Jackson, Cali- 
fornia. It is in the Mother Lode Country (gold mining), 
about 40 miles from Sacramento—a very beautiful drive. 
Jackson is a wide-open town, something like Reno, Nevada, 
but on a small scale. Monday is an “off night,” and the 
gambling houses were practically deserted. It was interesting, 
however, to walk through them, though we had hoped to see 
some action. We enjoyed the remainder of the evening at 


the Henning home. 


Celebration of V-J Day Rumor 


\bout midnight there was considerable activity in the street 
adjacent to the Senator Hotel. The young folks were cele- 
brating another rumor that Japan had surrendered. The 
honking of automobile horns and shouting continued for a 
ouple of hours, making it impossible for one to sleep. 

The regular meeting of the Credit Club is held on Wednes- 
day. However, a special luncheon meeting was called for 
Tuesday noon at the Sutter Athletic Club. Only men could 
attend (rule of the club), so the attendance was somewhat 
smaller than the regular meetings. ‘There were about twenty 
present in addition to Mr. Henning and myself, including 
Earl Casey, Credit Manager, Hale Brothers, and Past Presi- 
dent of District 11; W. W. Workman, District Credit Man- 
ager, Union Oil Company of California, and Past President 
of the Retailers Credit Association; Dr. E. Ellis Davies, Vice- 





President, Retailers Credit Association ; Philip Danz, Bank of 
America, and President, Credit Club; and Edward Cain, 
Building Materials, and Director of the Retailers Credit 
Association. 

Calls were made on Mrs. Evelyn Martin, Credit Manager, 
Weinstock-Lubin; Irwin K. Sibole, Store Manager, Breuner’s, 
and Treasurer, Retailers Credit Association; Homer J. 
Boucher, Vice-President, Bank of America, and President, 
Retailers Credit Association; George C. Conover, General 
Manager; and Earl Casey, Credit Manager, Hale Brothers. 
Had a very interesting chat with Mr. Conover concerning 
the postwar outlook, possibilities of Regulation W being dis- 
continued, credit trends, etc. 

Returned to the hotel at 4:00 o’clock and about 4:30, 
while packing, the authentic announcement of Japan’s sur- 
render was received. The town went wild—offices and stores 
closed immediately, as did the State government offices. Mr. 
and Mrs. Henning drove us to Davis, about 20 miles from 
Sacramento, where at 6:30 p.m. we were to board the train 
for Portland, Oregon. Because of the five-day restriction on 
reservations, | anticipated trouble obtaining Pullman accom- 
modations between San Francisco and Portland, but although 
the travel was very heavy, we were fortunate in getting a sec- 
tion before leaving San Francisco. 


Visit to Portland 


Arrived in Portland on Wednesday afternoon about 1:30, 
and found that it was a holiday. ‘Thursday was also a holi- 
day, and Vice-President Joseph A. H. Dodd drove Mrs. 
Crowder and me over the city. After luncheon he drove us 
to Vanport, Oregon, the second largest city in the state. The 
town was built during the war to house war workers. We 
continued up the Washington side of the Columbia River 
about thirty miles to Bonneville Dam, and returned on the 
Oregon side. It was a beautiful trip and one that we thor- 
oughly enjoyed. That evening Mr. and Mrs. Dodd were our 
dinner guests at the Multnomah. 

Friday morning Vice-President Dodd drove me to Salem, 
Oregon, about 52 miles distant, for a noon meeting of the 
Salem Credit Association. ‘There were between 45 and 50 
present and we found the very efficient Secretary and Credit 
Bureau Manager, Francis W. Smith, a little worried because 
we were not there at 12:00 o’clock. We had been delayed 
slightly as it was necessary for Mr. Dodd to stop at the New- 
berg Office of the Portland Gas & Coke Company. Newberg 
is a Quaker settlement and it was the boyhood home of former 
President Herbert Hoover. 

The Credit Bureau of Salem serves a delicious luncheon 
to the credit group every week—at about half what it would 
cost normally—and the service and food are better. Luncheon 
is also served to the bureau personnel. This innovation is 
appreciated by the members of the Credit Association and the 
personnel of the bureau. It saves time for them and they 
are assured of an attractive room in which to hold meetings, 
with a tasty luncheon served in a minimum of time—a very 
important consideration in these days of personnel shortage. 

We were guests of Mr. and Mrs. Dodd for dinner at their 
home, where we spent a very interesting and pleasant evening. 
Their lovely daughter, Patricia Ann, two years old, is an only 
child. 

Calls had to be made on Saturday morning, due to holidays 
Wednesday and Thursday, and the meeting in Salem on 
Friday. 

(Turn to “Journeyings,’’ page 19.) 
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Charles M. Reed Il 


The many friends of Past President Charles M. Reed 
will regret to learn of his serious illness. He suffered a 
heart attack in September, and was in a critical condition 
for a time. However, in the last letter from Denver, he 
was reported to be improving each day. Charlie will be 
confined to bed for some time, as the doctor has ordered 
a six weeks’ rest. A note of good cheer from his friends 
will be appreciated. His residence address is 2331 Jasmine, 
Denver ; but, for the time being, he is in Room 156, Presby- 
terian Hospital, Denver, Colorado. 


Credit Women Celebrate at Rockford 
The Credit Women’s Breakfast Club, Rock Island, 


Illinois, celebrated its 5th anniversary September 14, by 
holding open house in the ballroom of the Harper House. 
More than 150 guests, including all of the officers of Dis- 
trict 13, plus 35 breakfast clubbers from Joliet, Rockford, 
and Galesburg, Illinois, Davenport, lowa, and South 
Bend and Evansville, Indiana, were present. Walter E. 
Chambers, Manager of the Merchants Credit Associa- 
tion, gave the welcoming address. 

Nelle Stombs, President, presided at the meeting. 
Margaret Stone, Evansville, Indiana, First Vice-Presi- 
dent of the district, presented the Perfect Attendance 
Certificates to fourteen of the members. The retiring 
president presented gifts to each of her officers and mem- 
bers of the executive board. Gladys Ambruster, District 
President, Rockford, Illinois, gave a short talk, and was 
the installing officer at a candlelight ceremony. 

The picture shown below was taken at the meeting, 
and includes all of the officers of the district. They are: 
Front row, left to right, Mrs. Dorothe Bolte, Second 
Vice-President, Joliet, Ill.; Gladys Ambruster, President, 
Rockford, Ill.; Mrs. Ullaniee Lamont, President of the 
Credit Women’s Breakfast Club of Rock Island, Rock 
Island, Ill. Second row, left to right, Margaret Stone, 
First Vice-President, Evansville, Ind.; Nelle Stombs, 
Secretary, Rock Island, Ill.; and Mrs. Grace Riggins, 
Corresponding Secretary, Rockford, Illinois. 
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Coming District Meetings 


District Seven (Arkansas, Kansas, Missouri, and Okla- 
homa) will hold its annual meeting at the Marion Hotel, 
Little Rock, Arkansas, February 18, 19, and 20, 1946. 

District Five (Kentucky, Michigan, Ohio, and On- 
tario, Canada) will hold its annual convention in con- 
junction with the 32nd Annual Conference and Credit 
Sales Forum of the National Retail Credit Association, 
Statler Hotel, Cleveland, Ohio, May 13, 14, 15 and 16, 
1946. 


Vancouver’s Educational Publicity 


In the magazine section of the Vancouver Sun, Septem- 
ber 22, 1945, there appeared a full-page article entitled, 
“Greater Credit Era Approaching,” by Stanley Beck. 
The article, based on an interview with Thomas Downie, 
Manager, Retail Credit Grantors’ Bureau, Ltd., Van- 
couver, B. C., Canada, emphasizes the many advantages 
of the use of the credit bureau in the obtaining of in- 
formation about applicants for charge accounts. Credit 
bureau publicity of this nature is of great consumer educa- 
tional value, and Mr. Downie is to be congratulated for 
his cooperation with Mr. Beck in writing this story. 


New Honors for Tom Ford 
Tom L. Ford, Manager, The Credit Bureau, Inc., 
Pittsburgh, Pa., was elected President of the Associated 
Credit Bureaus of Pennsylvania at their fall conference 
at Harrisburg, September 16-18, 1945. 


Letter Box Thief Apprehended 

In our August issue of The Crepir Wor LD we devoted 
a special page to warning our members of a hall letter 
box thief who victimized department stores and hotels 
by giving bogus checks in payment of stolen bills, with 
the amount larger than the debt. This man was appre- 
hended in Rochester, N. Y., September 29th, through the 
alertness of a hotel clerk who recognized his handwriting. 
He was identified as Solomon Bernard Heiman, 50 years 
old, who has served in prison for forgery and for passing 
false checks. It is understood that he has swindled de- 
partment stores and leading hotels in the amount of at 
least $20,000 during the past two years. 


Robert Morris Associates to Meet 

The Robert Morris Associates will hold their annual 
Fall Conference at French Lick, Ind., November 18-20, 
1945. Arthur R. Upgren, formerly Economist of the 
Federal Reserve Bank of Minneapolis and now Associate 
Editorial Editor of the Minneapolis Star-Journal, will 
give the opening address. Carlisle R. Davis, Vice-Presi- 
dent and Cashier, State-Planters Bank & Trust Co., 
Richmond, Va., President of the Associates, has called 
a meeting of the directors to precede the Conference. Mr. 
Davis will turn over the reins of the organization to 
Kenneth K. DuVall, Vice-President, City National Bank 
& Trust Co., Chicago, at the close of the Conference 
when the new officers and directors take office. 
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“Journeyings” 


(Beginning on page 16) 

Saw W. P. Choate, Assistant Vice-President of the United 
States National Bank and President of the Retail Credit 
\ssociation of Portland, Oregon, Inc. Mr. Choate will attend 
the Cleveland convention next May, and has tentatively 
promised to serve as Chairman of the Banking Group. Also 
called on Fred Hesse, Jr., Credit Manager, Lipman Wolfe & 
Chatted with 


him while he was at luncheon, and had the pleasure of again 


Co., and Vice-President of the Association. 


meeting F. F. Young, formerly Credit Manager of Lipman 
Wolfe, who is no longer in credit work. Calls were also made 
on |. Horace Fisher, Credit Manager of Meier & Frank, who 
was leaving that evening on his vacation; B. A. Cantor, Man- 
ager of the Credit Reporting Company. Mr. Cantor was for 
many years active in the Portland Association and regular in 
his attendance at District and National Conventions. He 
was also preparing to leave that night for a vacation. Walter 
Jensen, Executive Secretary, Northwest Credit Council, was 
out of the city, having gone to the beach over the holidays 
and week-end. (Saw him later in Spokane.) 

Telephoned R. T. Callahan, formerly of the Powers Furni- 
ture Company, who is now in business for himself; D. R. 
Gerow, United Finance Company, a Director of the Associa- 
tion, whom I had met in Chicago in November, 1944, at the 
annual meeting of the American Finance Conference; and 
John N. Keeler, now retired, who for many years operated 
the Credit Reporting Company, and was one of the deans 
of Credit Bureau Managers. He asked to be remembered to 
his many friends throughout the United States and Canada. 
Found that S. S. Bliss, Wilson’s Auction House, another active 
member of the Association, was out of the city on his vacation. 

Portland is engaged in a unique membership campaign 
which may be a pattern for many other cities to follow. Re- 
sults will be covered in an article in a later issue of The 
Crepir Wortp. Left for Seattle on the 4:00 P.M. train. 


(Continued in the December Crepir Worvp.) 











W. J. Fantle 
William J. Fantle, 75, founder and head of Fantle 
Bros. Co., died of a heart attack September 17, in Yanks- 
ton, S. D. Mr. Fantle, who retired from active manage- 
ment several years ago, was born in Ann Arbor, Michigan. 





Resolutions Passed at Swampscott 

At the annual meeting of District 1, N.R.C.A., held 
in Swampscott, Mass., on September 27 and 28, 1945, 
the following resolutions were adopted: Resolved, That 
each community be prepared for relaxation or elimination 
of government regulation of retail credit by proposing 
a policy to be approved by management; and Resolved, 
That each community propose to management the ap- 
propriation of money directing the attention of the public 
to the advantages of the observance of credit terms. 


Milton Baker in New Position 
Milton Baker has been made credit manager for Georg 
Jensen, Inc., New York, N. Y. Mr. Baker has spent 
10 months on active duty in the Army, and has been 
transferred to the inactive list. He was previously credit 
manager for Saks, 34th St., and before that was assistant 
credit manager for Abraham & Straus, Brooklyn. 


(=) 
Recent Elections 


Washington, D. C. 

At a recent meeting of the Associated Retail Credit 
Men of Washington, D. C., Washington, D. C., the 
following officers and directors were elected: President, 
Frank P. Scott, Woodward & Lothrop; Vice-President, 
Harry N. Aiken, Grosner’s; and Secretary-Treasurer, 
Jno. K. Althaus, Associated Retail Credit Men of Wash- 
ington. Directors: Harry N. Aiken, Grosner’s; Leo 
Baum, The Goldenberg Co.; Benjamin Blanken, Charles 
Schwartz & Son; Abe Coonin, Wm. Hahn & Co.; 
William R. Davies, Lansburgh & Bro.; Charles M. 
Keefer, S. Kann Sons Co.; Elsie M. Lee, Frank R. 
Jelleff; Richard H. McLaughlin, Palais Royal; Roscoe 
W. Reichard, The Hecht Co.; Herbert J. Rich, B. 
Rich’s Sons; Frank P. Scott, Woodward & Lothrop; E. 
Emerson Snyder, Raleigh Haberdasher; and Ben Stein, 
Benson Jewelry. 


Sioux City, lowa 

At a recent meeting of the Sioux City Retail Credit 
Association, Sioux City, lowa, the following officers and 
directors were elected: President, Robert J. Guiney, 
State Finance Co.; Vice-President, Mrs. Gertrude 
Brown, Mazie’s Ladies’ Ready to Wear; and Secretary- 
Treasurer, Mrs. Rose Wilson, Montgomery Ward & Co. 
Directors: C. R. Stowell, T. S$. Martin Co.; Mrs. 
Audrey Pitner, Spalding-Avery Lumber Co.; E. S. Taft, 
Day Coal Co.; and Leo Stroup, Johnson & Sewell. 


Savannah, Ga. 

The Associated Retail Credit Managers of Savannah, 
Savannah, Ga., recently elected the following officers and 
directors: President, Flournoy J. Mulling, Savannah 
Morning News; Vice-President, Roy Linzer, Friedman 
Jewelers; Secretary, M. B. Weldon, Merchants Credit 
Association ; and Treasurer, C. B. Gnann, Morris Levy’s. 
Directors: David Herold, Leopold Adler; H. R. Brown, 
Chatham Furniture; Ken Dickson, North American Loan 
& Thrift Corp.; Mrs. Lillian DeWitt, Starland Dairies ; 
C. B. Gnann, Morris Levy; E. A. Wright, Savannah 
Electric & Power Co.; and J. D. Risher, Citizens & 
Southern National Bank. 


District One at Swampscott 

At the annual meeting of District One, September 27 
and 28, 1945, Swampscott, Massachusetts, the following 
officers and directors were elected to serve for the ensuing 
year. President, William J. Kirby, Gilchrist’s, Boston, 
Mass. ; Vice-President, William F. Cauley, Albert Steiger 
Co., Springfield, Mass.; and  Secretary-Treasurer, 
Marshall W. Hunt, Lynn Credit Bureau, Lynn, Mass. 
Directors: William F. Kalaus, Meigs & Co., Inc., 
Bridgeport, Conn.; Charles E. Donilon, Boston Store, 
Providence, R. I.; Louis T. McMahon, Wm. Filene’s 
Sons Co., Boston, Mass.; John F. Madden, Chandler 
& Co., Boston, Mass.; John A. Hendry, J. A. Ogilvy, 
Ltd., Montreal, Quebec, Canada; Joel J. Pincus, Outlet 
Co., Providence, R. I.; and Arthur Gruner, B. Peck Co., 


Lewiston, Me. 
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Waldo J. Marra 








N THE MARCH, 1945, issue of The Crepir Wor p, 
| there was reprinted an article by Clarence E. Wolfin- 
ger, Credit Manager, Lit Brothers, Philadelphia, Pa., 
entitled, The Influence of Credit Management on Cus- 
tomer Relations. As an experienced credit executive, he 
brought out in his dissertation a point that has often been 
discussed in these columns; that the credit office is the 
hub of the wheel of any retail business. It is a hub from 
which spokes radiate to the various departments of that 
business. 

If the credit department does not radiate a spirit of 
friendliness and good feeling, the customers’ first im- 
To offset this, a 
cooperative and friendly attitude should be maintained, 
particularly on the initial personal contacts when customers 
receive their first introduction to the store and its policies. 

After the introductory procedure is completed, most 
of the contacts between the credit office and customers 
are made by correspondence and by telephone. In these 
contacts, as Mr. Wolfinger points out, letters can do 
wonders in creating and increasing good will, provided 
they are well-planned, personal, and friendly, rather than 
cold and mechanical. No matter what must be said in a 
credit letter, the subject matter should he written in 


pression of a business is unfavorable. 


clear, concise, courteous language that will leave a favor- 
able impression with customers and at the same time, get 
results. 





This Month’s Illustrations » s 


Illustration No. 1, used by Reymer & Bros., Inc., 
Pittsburgh, Pa., and signed by R. W. Sloan, Credit 
Manager, is a business-building letter used in connection 
The 1946 Credit Courtesy 
Card mentioned in the first paragraph is a symbol that 
looks forward to the New Year, and to the continuance 
of pleasant business relations between the customer and 
the firm. The offer in the second paragraph to supply 
information on previous orders is a subtle method of 
inducing the customer to resume his relations with 
Reymer’s, if he has not bought anything recently. The 
letter continues its appeal with a description of the novel- 
ties and attractive candies on display. The last sentence, 
however, is too routine to be effective. It could be, 
“Why not come in at any time convenient to you, and 
make your Christmas selection soon?” 

Illustration No. 2 is a short yet direct sticker that 
can be pasted on any blank statement to stir the customer 
to using his charge account again. Attractively printed 
in bronze-blue ink on goldenrod gummed paper, it can 
be purchased from the National Office of the N.R.C.A. 
for only $2.00 per thousand. The sticker is worth using, 
and it gets satisfactory results. 

Illustration No. 3 has been used successfully by Rosen- 
field’s, Baton Rouge, La., to collect overdue accounts, 


with Christmas shopping. 
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and at the same time, to stimulate Christmas business. 
The upper half is decorated by a Christmas tree in the 
left-hand corner, while the rest of it is devoted to a 
simple, direct message that emphasizes the you attitude. 
The reader is made to feel that his account can be a real 
convenience to him at this time of the year, provided 
he pays the amount indicated on the statement part of 
the lower half. It is arranged in such a manner that it 
can be detached and returned with the remittance of 
the amount due. This helps to get the desired result 
from the customer, and still leaves a friendly feeling. 

Illustration No. 4, used by the Robert Simpson Co., 
Toronto, Canada, presents a seasonal greeting that has 
brought good results from inactive accounts. The spirit 
of Christmas is depicted by Santa Claus, and all the 
good will that goes with him. Because his smiling face 
exemplifies good will and cheer, the customer naturally 
reads the message that follows the illustration. They 
are to be congratulated on making their message short 
and to the point. 

Illustration No. 5 shows a new “Buy-Way” Shopping 
Certificate used by The G. W. Robinson Co., Ltd., 
Hamilton, Ont., Canada. It is a four-page leaflet similar 
in form to a bank letter of credit. T. E. Robertson, 
Secretary, writes that it has brought satisfactory results. 
The certificate is sent to all installment accounts and 
to a large number of charge account customers with 
special emphasis on those having low credit limits. The 
illustration shows only Pages 1 and 3. On the back 
of the first page is a “Buy-Way” Shopping Record with 
four columns headed Department and Sales No., Amount 
of Sale, Balance Due Customer, and Delivery and Ex- 
tension O.K. In this way, the customer keeps a list of 
the purchases made. Page 4 tells the customer what the 
Shopping Certificate will do for him. 
arranged as follows: 

This is what the attached “Buy-Way” Shopping Cer- 
tificate will do for you— 

1. When you bring this letter to our Fourth Floor 
Credit Office, you can make a down payment in 
accordance with terms of Wartime Prices and 
Trade Regulations. 

You can take from now until December 24th to 
spend the amount of your Shopping Certificate. 
You have up to three months in which to pay the 
balance, plus carrying charge, in equal monthly 
payments. (Minimum payment $5.00.) 

4. You can shop in any merchandise department, and 
take your merchandise with you if desired. 

In summary, Mr. Robertson says: 


The ideas are 


“We considered 
the mailing of this form to limited charge customers very) 
effective, as it encouraged them to use this plan which 
established a definite credit limit, and kept them well 
within their means of payment.” wen 





piiiinnbinebisiie sii 











e000re, 
%, 








SY 
TTS 


business, 
e in the 
ed to a 
attitude, 
ea real 
rovided 
part of 
that it 
ance of 
1 result 
feeling. 
an Co., 
hat has 
€ spirit 
all the 
ng face 
turally 
They 


> short 


opping 

Ltd., 
similar 
ertson, 
esults. 
‘'s and 

with 

The 

back 
| with 
nount 
d Ex- 
ist of 
it the 
Ss are 


Cer- 


Floor 
nt in 


and 


, the 
ithly 


and 


ered 
very 
well 
kak 






































MANUFACTURING CONFECTIONERS 








RETAIL AND WHOLESALE 


REYMER & BROTHERS, INC. 


PITTSBURGH, PA. 


¢ ® December 10, 1945 


7 
Mr. J. Ae Harvey 
4450 Dale Averme 
Pittsburgh, Pennsylvania 


Dear Mr. Harvey: 


We are pleased to enclose your 1946 Credit 
Courtesy Card with the hope your charge account with 
us will continue to be a convenience to you. 


Tt will be a pleasure for us to handle all 
details of your Christmas list, and we will be glad 
to supply you with any information you desire regarding 
your previous orders placed with us. 
This year's array of gay colorful boxes, 

novelties and con variety of candies are particularly 
attractive; and we feel confident we can please you. 


Thank you for past favors and we respect- 
fully solicit your further patronage. 


Yours in Victory, 
R. W. Gm 
CREDIT MANAGER 


HELP VICTORY - BUY BONDS = MAIL EARLY 
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e Fall Business 6 Per Cent Higher Than a Year Ago © 


BUSINESS is holding up well this fall, even though 
activity in most lines has declined from the peak and also 
from a few months ago. The volume of trade has been 
maintained better than has the rate of industrial production. 
It is being kept at a high level by large amounts of con- 
sumer buying and the activity in many of the service in- 
dustries where the demand is much above normal and very 
close to the peak. The usual seasonal influences have also 
been important factors which nearly always boost business 
during the early fall months. 


THE GENERAL average of all business, including both 
production and trade, has fallen off until it is now about 
6 per cent higher than it was a year ago. The output of 
factories has dropped about 14 per cent, due largely to the 
termination of war contracts and the reconversion of many 
plants from war work to peacetime production. Several 
weeks more will be needed before the majority of plants 
will be ready to go ahead with their normal production. 


VARIATIONS among different parts of the country are 
wide, with business a little below last year in some com- 
munities while in other places it is over 15 per cent above 
last year. These spotty conditions will continue for some 
time as many readjustments must still be made. Recon- 
version is proceeding very rapidly, however, and the period 
of greatly curtailed activity is likely to be much shorter 
than was generally expected a few months ago. 


BUSINESS is making the best showing, as compared with 
last year, in areas outside the major industrial regions. The 
curtailment in industry has naturally been much greater 
than in other fields of business because industry has been 





Woy 


year ago... 


SSUp 9 to 15% 
ZAUp 4 to 8% 
[JUp 0 to3 % 
National Average Up 6 % 





most directly and immediately affected by the war spending. 
The areas and lines in which activity was highest a year 
ago are likely to be the ones in which comparisons between 
the two years will be least favorable. 


THE LARGEST area of good business is the Middle West 
and it extends from the extreme north to the extreme south. 
Prospects for another bumper crop and good farm prices 
have helped maintain activity there. The other areas in 
which business is better than the national average are 
New York and the Pacific Coast states. The continued move- 
ments of troops and supplies through these regions have 
been partly responsible for the good showing in those places. 


THE LARGEST area in which business has lagged behind 
the national average is the industrial region around the 
Great Lakes and to the east. Throughout much of the South 
business has also been lagging somewhat, although activity 
there was quite high a year ago. In New England, activity 
is about average but the trend is more favorable than in 
other parts of the country, for in many plants reconversion 
has been more nearly completed. 

TRADE and industry in Canada has been gradually declin- 
ing but it is still above last year. The drop in factory out- 
put has been partly offset by the continued high level of 
retail and wholesale trade as well as by some increases in 
the service industries. Agricultural conditions are good al- 
though crops will not equal last year’s high output. Further 
readjustments will be made in many lines of business, but 
the general outlook is quite favorable—-BUSINESS BULLE- 
TIN, La Salle Extension University, Chicago, Ill. 


: INS 





Business Bulletin 
LA SALLE EXTENSION UNIVERSITY 
A Correspondence Institution 
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Culled from Federal Redefine Bulletin of the Federal Raesiwn: cain 
_by the Research ONgerer National Retail rs ever: gored 


CONSUMER CREDIT outstanding declined slightly CONSUMER INSTALMENT SALE CREDIT, 
‘j A t to ¢ timated total of 5,589 milli 
—— ugust to an estimated total o million EXCLUDING AUTOMOTIVE 


Instalment loans outstanding showed almost no 


° ° Estimated amounts outstanding. I illions of dollars 
change in August, but continued about 12 per cent : ‘ ing. In millions of dollars) 





above last year’s level. The August rate of increase DEPART- 


; . a1 « Izati « ‘ y, ; TOTAL MENT HOUSE- 
in repair and modernization loans was more rapid attha| Glamen | pene | tne 
than in recent months. Single-payment loans, which ING AND TURE | APPLI- 


have increased gradually over the past several months, a |) ae | SS) 
were about 10 per cent higher at the end of the month mae =0USES ae 





than a year earlier. 


Instalment credit outstanding on automobile sales 
rose gradually during August, and at the end of the 
month amounted to 196 million dollars, or about 7 per 
cent less than on the corresponding date of 1944. 
Other instalment sale credit declined 2 per cent dur- 
ing the month, but remained somewhat above the 
year-ago level. 1945 

Charge accounts receivable, which customarily show January 
little change in August, declined 18 million dollars February ———- 
to 1,441 millions. This type of indebtedness con- 
tinued larger than in 1944. 
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TOTAL CONSUMER CREDIT, BY MAJOR PARTS 


{Estimated amounts outstanding. In millions of dollars] 
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Conducted by ARTHUR H. HERT, Research Director 


Thoughts on Regulation W 


SINCE V-J DAY, the National Office has received 
requests asking that we: 1. Urge the discontinuance of 
Regulation W, and, 2. Recommend the continuance of 
Regulation W, with a modification of both the monthly 
charge account and installment sections. Mr. Crowder, 
therefore, wrote many of our members asking whether 
or not they would like to have the Regulation discon- 
tinued or continued, as well as to send us their sugges- 
tions for modifications if they so desired. Some of the 
replies, in condensed form, are listed below. Additional 
replies, as well as a summary of all replies received, will 
be included in the December Crepir Wor -p. 

x * * 

Austin, Tex.: Regulation W should be amended 
so that the freezing date will be changed to the last day 
of the second month, instead of the tenth day as at 
present. Floor deliveries should be increased to $25.00, 
and the minimum amount to place an account in default 
should be increased from $10.00 to $25.00. On install- 
ment accounts, the down payment should be reduced to 
25 per cent. If the amount of the purchase exceeds 
$300.00, the maximum time allowed should be increased 
to 18 months, instead of the present 12. 

xk 


Bakersfield, Calif.: 


tinued, with modifications. 


Regulation W should be con- 

Increasing default amounts 
to $25.00 and lengthening the period of freezing to the 
last day of the second month would eliminate annoyances 
that arise. Now more than ever we need a check on 
credit granting, and Regulation W covers this field well. 

x *& * 

Baltimore, Md.: As soon as the period of emer- 
gency has expired, Regulation W should be discontinued. 
On installment accounts, 10 per cent down payment with 
12 months in which to pay the balance has proved a 
satisfactory arrangement. 

ys. 2 

Baton Rouge, La.: Regulation W should be con- 
tinued under a modified plan. On installment accounts, 
10 per cent down payment and a limit of 24 months to 
pay would be a sound policy. 

xk * 

Beaumont, Tex.: It would be well for the busi- 
ness concerns of the country to conduct their credit busi- 
ness along the lines of the provisions of Regulation W, 
but I do not favor being required to do so by any Govern- 
ment agency. 
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Cedar Rapids, lowa: Regulation W should be 
continued with modifications. Charge accounts should 
have a 60-day limit, and authorization of small items 
should be increased from $10.00 to $20.00. The re- 
quired one-third down payment and not more than 12 
months to pay should be retained for soft goods business. 

xk 

Charlotte, N. C.: Regulation W should be discon- 
tinued at once, and the entire control of credit should be 
returned to the credit department. All restrictions as to 
down payments should be eliminated, and the regulation 
should cover only the amount of time allowed on pay- 


ments. 
x «wr 


Cincinnati, Ohio: Some form of control should be 
retained on monthly charge accounts, but down payments 
and length of time allowed for payment should be liberal- 
ized. The regulation should be lifted on 30-day accounts 


only. 
x «we 


Cleveland, Ohio: Regulation W should ultimately 
be discontinued, but it should be continued in modified 
form until such time as the period of emergency no 
longer exists. The freezing date on accounts should be 
changed to the last day of the second month, and 
authorization of small items should be increased from 
$10.00 to $25.00. There should be a substitution of 
local credit policy control for Government control. 

: kk 

Columbus, Ga.: We feel that all Governmental 
regulations should be discontinued as soon as it is prac- 
If we attempt to modify 
them a little at a time, we will establish a principle in 


tical without reservations. 


all types of business. As soon as the Government can 
discontinue Regulation W, with no harm to the economic 
condition of the United States, it should be done. 

xk * 

Dallas, Tex.: We would like for Regulation W to 
continue in effect as it now is until such time as the 
supply of consumer goods meets the consumer demand 
for those goods. When that time is reached, we would 
like for all regulations affecting credit accounts, both 
installment and 30-day accounts, to be removed. 

x «ee 

Denver, Colo.: Regulation W should continue as 
it is until such time as durable consumer goods are again 
available in substantial quantities. A 20 per cent down 
payment with maximum terms of 24 months would be 
desirable on household appliances. 
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Fort Smith, Ark.: Regulation W should be con- 
tinued on a modified basis. No change should be made 
on open accounts, and the regulation on installment 
accounts should be liberalized. We intend to establish 
a community credit policy to go into effect 30 days after 


Regulation W is abolished. 


xk *k 
Houston, Tex.: We should continue Regulation W 
as it now stands until at least next June, or such time 
as supply more nearly equals demand. At that time, 
the regulation should be discontinued. 


x * 

Kansas City, Mo.: 1 have always disliked being 
regulated, but I do not think that Regulation W will be 
discontinued until such time as supply and demand for 
consumer goods are equal. 


xk * 

Milwaukee, Wis.: We gladly accepted Regulation 
W, and without a doubt strict adherence to its principles 
has helped curb inflation and conserved vital war ma- 
terials. The emergency that ’made this curb on install- 
ment selling necessary has passed, and with its passing 
should also pass the restrictions on free enterprise. Each 
merchant will, in the interest of sound business, sell on 
terms that will conform to those that we have been 
accustomed to in the past four years. 


kkk 
New York, N. Y.: It is my conviction that it 


would be to the best interest of consumer credit granting 
institutions of this country if Regulation W were dis- 
continued completely as soon as a satisfactory supply 
of consumer goods is available, which will probably be 
some time in the Spring of 1946. 


x kk 
Oakland, Calif.: Regulation W should be dis- 


continued at the earliest possible date. Any modification 
of either the 30-day charge or lease section will only 
serve to delay the final decision. Such a modification 
would make it possible for the Federal Reserve Board 
to point out that they have made alterations from time 
to time to relieve the most severe requirements, and that 
the balance of the regulation should be permitted to 
stand. 
x = ¢ 

Pittsburgh, Pa.: 1 am for the immediate abolition 
of Government controls, and for the return by the 
Government of business to business, so that the American 
way of life, free enterprise, can be sustained. The future 
will take care of itself through the survival of the fittest. 

xk 

Mitchell, S. D.: Regulation W should be continued 
and the frozen account feature of the open account 
should be retained. Down payments could be lowered 
from % to 20 per cent on appliances and furniture. 
Within three years the regulation could be discarded, 
but it is important to retain part of it during the recon- 
version period. 

x* * 

Salt Lake City, Utah: Regulation W can be justi- 
fied only as an extreme measure demanded by extreme 
urgency. I suggest its immediate discontinuance. It is 
not conducive to the ownership of war bonds by those 
who must use credit. It places a premium on cash, and 
discriminates against that consumer who must have credit. 
Regulation W has not accomplished its objective. — If 
credit control is needed, such control must come about 
by special law enactment. 


San Francisco, Calif.: Regulation W should be 
set aside at the earliest possible moment. It has done 
an outstanding job, but since the war is over we should 
be able to control our own credit policies and develop 
community credit policies in our various communities. 


xx*e* 

Shreveport, La.: We do not feel quite so strongly 
against Regulation W at this time. We thought at first 
we could not do a profitable business under the regula- 
tion, but we have done very well. Regulation W _ has 
helped us do a good job during the war emergency, but 
we favor its discontinuance at the close of the emergency 
period. 

x* er 

Spartanburg, S. C.: Regulation W has been of 
tremendous benefit to us, and we would prefer to have a 
few less sales and have our accounts receivable 50 per 
cent of what they were before the regulation became 
effective. We would like to have it retained for an 
indefinite period of time. 


xx*e* 

Spokane, Wash.: Regulation W should be elimi- 
nated at the end of the emergency period. Business and 
management along with credit executives can control both 
open and contract accounts in accordance with sound 
business practices. 

x * * 

Springfield, Mass.: Although I am opposed to the 
complete discontinuance of Regulation W, I believe that 
it could be changed and still retain many of the advan- 
tages that the retail trade has derived from it during the 
last four years. 

x ** 

St. Louis, Mo.: Merchants and manufacturers 
should be permitted to operate their businesses without 
any governmental credit restrictions. “The consumer who 
qualifies for credit should be able to buy what he needs 
on reasonable terms with a reasonable down payment. 


x * * 

Toledo, Ohio: Regulation W should stand as it is 
indefinitely on 30-day accounts. It should be continued 
on installment accounts with the following modifications : 
10 per cent minimum down payment, and 18 months 
maximum time. 

x «et 

Troy, N. Y.: Regulation W should be continued 
on a modified basis until the end of the emergency. The 
required down payment should be reduced from % to 
20 per cent on all merchandise, and the pay period should 
be increased to a minimum of 15 months on small items 
and 24 months on appliances. 

xx*e 

Wichita, Kan.: At the present time there is abso- 
lutely no need for Regulation W, and it should be 
discontinued as quickly as possible. 

Se 2 2 

Youngstown, Ohio: We would like to have the 
regulation discontinued at the end of the emergency, and 
do not object to certain modifications up to that time. 
In regard to monthly charge accounts, we suggest that 
the freezing date be changed from 40 days to 70 days, 
and floor authorization be changed from $10.00 to 
$25.00. On installment accounts, a down payment of 
20 per cent on all merchandise is recommended, with 
12 months on all balances up to $100.00 and 18 months 
on balances over $100.00. 


(To be continued next month.) 
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The Credit Bureau 


There is a Credit Bureau in 
this community that keeps a 
record of the manner in 
which you pay your bills. Its 
files are open to every credit 
granter. 

As a cooperating member 
we furnish the Bureau a list 
of slow and unsatisfactory 
accounts. If your past due 
account is reported to them, 
it may affect your credit 
record. 


Guard — credit by pay- 
ing all bills promptly. 


* * DEBTORS ARE shown in 
this Tested Collection Insert, 
how their credit record is avail- 
able to all members of the 
Credit Bureau. They are made 
to realize that it will pay them 
to “pay their bills promptly” 
and thus maintain a good credit 
record. 


*x* IN SCORES of cities 
throughout the country, credit 
granters are effecting collec- 
tion of old accounts through 
the aid of this splendid Insert. 
Not only does it turn past-due 
receivables into cash, but it is 
an effective means of educat- 
ing customers to pay bills 
promptly. 

* * THE SIZE of both the 
Sticker and Insert is as shown. 
The Sticker is printed in blue 
ink on yellow gummed stock 
and the Insert is printed in 
green ink on goldenrod paper. 


* x TRY OUT a thousand of 
each and watch your collec- 
tions improve! 


x *k * 


Only $2.00 a thousand 


NATIONAL RETAIL CREDIT ASSOCIATION 


SHELL BUILDING 
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Two Ettective 


Collection Aids 


* * The new CREDIT BUREAU sticker shown 
on the left has been prepared as a companion 
piece to the remarkably successful “Who’s Who” 
Insert illustrated below. This sticker carries an 
excellent educational message and should be used 
on accounts more than sixty days past due. If 
remittance is not received, the “Who’s Who” In- 
sert should be mailed two weeks to a month later. 
This combination will prove an inexpensive and 
effective collection aid. 
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We have YOUR NAME 

in this “Who’s Who” 
As a member of the Credit Bureau we are 
called upon to report, at frequent intervals, 
the credit standing of our customers. This 
report is available to every merchant or pro- 


fessional man who is a member of the Credit 
Bureau. 


Your account with us at the present time is 
PAST DUE. To maintain a good credit rec- 
ord, you should make a payment NOW or 
arrange for an early settlement. 


Customer’s Name 


Firm Owed 


ST. LOUIS 3, MO. 
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Checking Mailing Lists 

SOON AFTER Pearl Harbor, when induction and 
enlistment began in earnest, the retailer discovered that 
his carefully checked mailing list had suddenly become 
out of date. After a few mailings which resulted in 
bundles of returned letters, most retailers threw their 
lists away. We at Moore’s decided against this policy, 
and reasoned that some day we would have an over- 
supply of merchandise and need business. ‘That is when 
a carefully watched customer list is a necessity. During 
the war years, we have added new charge and cash cus- 
tomers’ names to our list. When corrections of addresses 
came in they were carefully noted. As a result, we have 
a list of customers which could be used today without 
too high a mortality rate on returns. 

Recently, with the help of the Hart, Schaffner & Marx 
Advertising Department, we developed a letter that 
would fit present-day needs. (See illustration below. 
Note the separate file card which carries customer’s name 
on the front and change of address query. It was self- 
addressed and carried prepaid postage. ) 

The following statistics were developed from the 


mailing, and proved to us that a nonselling piece could 








a TRAN JUST 
4 CARD IN OUR PILES 


our files, and why we 
then to sake use of 

We hope you'll find time to see our x 

Shaffner & Marx suits and coats. Ope J 

and value, you'l) agree. But - a if you're not in a 

buying mood, we wish you'd come in - just to keep up the 

pereonal touch 


We're expecting you! 
Cordially, 
4 2 ' 
TO / Jete< 
Manager 
P.S. One thing more. May we have the information om your 
reply-paid card above? Thank you. 


MOORE'S © Sen Prancisvs, Oublamd, Berkeley 











Letter copyrighted, Bourke, Holland & Miller, 19 W. 44th St., New York, N. Y. 


be productive in information and direct business despite 
today’s upset market conditions: 
Number sent to hand-picked list of accounts 
inactive 8 to 12 months 3,000 
Mail returned (Incorrect Address) 150 
Replies (Correct as Mailed) 706 
Replies (Giving Change of Address) 390 
Replies (In the Service) 27 
Of these—Criticisms 8 
—Compliments 8 
—Enquiries about merchandise —~_--~-~- + 
Total Replies 1,143 
Record kept for 60 days from date of mailing. 
Number of accounts becoming active 
Total amount of purchases 
Cost of mailing: Stationery, reply 
multigraphing, addressing, fill-in 
nh 3 Oeet SI nn wn se $ 307.68 
COST BASED ON SALES --_-- 3% 
We realize some of this business would have come in 
whether the cards had been written or not, but counter- 
balancing this are the cash sales of which we kept no 
record, also purchases made after the 60-day recorded 
period. Since our returns due to address changes were 
less than 5%, we still feel it pays to keep up customer 
mailing lists, even during wartimes. The moment we 
have the “go” sign and can offer normal selections again, 
we will start expanding our list, and writing to the cus- 
tomers. It is our No. 1 Postwar Plan.—M. Bixel, 
Credit Manager, Moore's, San Francisco, Calif. *** 


A “Credit Den” 


A new approach to establishing pleasant relations be- 
tween the credit department and the customer has been 
instituted at Electric Center, a modern household ap- 
pliance establishment that has been constructed as a 
separate branch of Goldwaters, Phoenix, Arizona. The 
plans for the enterprise, which opened in August, speci- 
fied a credit den rather than the usual business-like credit 
office. The den is a business office in complete disguise, 
and is no more and no less than a drawing room furnished 
and appointed with an eye to the comfort of the “guests” 
who, incidentally, have come to transact credit business. 
Soft carpets, deep chairs, floor lamps and coffee tables 
create an environment from which every trace of the 
commercial world has been banished. While there is no 
stigma attached to asking for credit, there is always a 
certain measure of embarrassment on the part of the 
applicant that will disappear rapidly when the credit 
executive and the customer sit down together in the den 
and talk of establishing an account in a friendly, in- 
formal fashion. The result is that there is always a 
cooperative feeling in the credit den at Goldwaters. *** 
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Now That Postwar Is Here 


URING the six years of war, we have been talking, 
D thinking, and planning for the postwar period. 
We have won the Victory we fought for; the postwar 
period is here. What will it bring in the field of con- 
sumer credit? 

Installment sellers were the first to feel the effects 
of government control. Today, the Wartime Prices 
and Trade Board is a vast organization, employing thou- 
sands of people, and housed in special buildings. It 
began in a small office, with a handful of employees 
who administered the first Consumer Credit Order 
1939. This was several months before the general price 
ceiling was introduced in Canada. The established buy- 
ing habits of a large and important section of our popula- 
tion, who were accustomed to meeting their needs by 
installment purchases, were swept away. Henceforth, 
no installment purchase would be allowed without a one- 
third down payment, and the balance had to be paid in 
twelve months. The customer who had cash was fortu- 
nate. He could continue to satisfy his desire for any- 
thing he saw in the store window that struck his fancy. 

Despite the handicaps, we took it all with good grace. 
These controls, like the others, had a useful function to 
perform in combatting runaway inflation. The pressure 
of credit sales on the price ceiling, and the scramble for 
consumer goods in short supply, probably needed curbing 
as part of our war economy. At the same time that these 
credit controls were enacted for purely economic reasons, 
the government sought to secure certain desirable im- 
provements in the social aspect of consumer credit. The 
consumer needed some protection against possible abuses 
such as, unjustified repossessions, linking of contracts, etc. 
That is why we found in Order 64 and its amendments 
provisions requiring a contract that gives a clear state- 
ment of the transaction, the disclosure of the charge 
being made for the time accommodation, and the prohibi- 
tion to have fully paid goods liable for a new time purchase. 

What have we learned from the manner in which these 
new rules have worked out in practice? By and large, 
it can be said that Canadian credit granters are perfectly 
satisfied with most of the rules which have sought to 
protect the consumer from possible abuse. The reputable 
merchant, and he represents the overwhelming majority 
in this as in other fields of commerce, had nothing to 
lose through such regulations. He attempts to give the 
customer a fair chance. If things have been made more 
difficult for the small minority who might try to seek 
profits through cheating, or through reclaiming goods 
heartlessly upon the slightest pretense, so much the better. 
That is why credit granters in Canada are unanimous in 
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principle upon such steps as will give the consumer 
greater protection in the installment transaction. 

There is a feeling that the installment business has 
It is no longer necessary to threaten in an 
unreadable contract to protect the payment of the bal- 
ance of the purchase price. That is why credit executives 
have given their support to such proposals as the follow- 
ing: ‘The indication of the cash price on the article, a 
carrying charge within a fixed range that varies with the 
terms of the sale, and a standardized contract in simple, 
readable terms. 


come of age. 


We should go even farther in assuring the consumer 
freedom from fear in the installment transaction. Thus, 
if he fails to pay a past-due balance through some un- 
foreseen misfortune, especially after he has paid an appre- 
ciable portion of the purchase price, our company feels 
that he should be entitled to keep part of the goods, or 
to obtain some partial refund on an equitable basis. The 
deficiency judgment, whereby the customer still owes 
money after he loses the goods, should be done away with. 


Activities of Canadian Welfare Council 

A new factor entered the field of retail credit when 
the Canadian Welfare Council submitted a brief to the 
Dominion Provincial Conference which met in Ottawa 
last August. The Council acts as a clearinghouse for 
social agencies throughout Canada. ‘Their agencies ob- 
serve the social aspects of installment selling in dealing 
with families that cannot meet their budgets, and cannot 
resist the temptation of buying on credit. Credit granters 
should welcome the interest of the Welfare Council. 
It is only by getting the point of view of all interested 
parties that we can arrive at a sound and workable con- 
clusion. It is interesting to note that the English Hire 
Purchase Act came about largely as a result of two years’ 
study by the Hire Purchase Association and Toynbee 
Hall, London’s oldest Social Service Agency. 

The recommendations of the Welfare Council are, for 
the most part, of a constructive nature. To a large ex- 
tent, they coincide with what credit granters themselves 
have agreed upon as desirable. As long as the Council 
suggests measures to protect the purchaser from abuse, 
we are on common ground. When, however, they ask 
that the wartime control of one-third down payment be 
retained, they are venturing on most debatable ground. 

Such a demand is unjustified from the economic and 
the social point of view. Even Dr. Nugent, of the Rus- 
sell Sage Foundation, the earliest sponsor of the con- 
trol of credit volume by such means, admits that the down 
payment control must be relaxed when we desire to 
create an expanding market and full employment. In 
March, 1944, an officer of the W.P.T.B. expressed the 
following opinion: “It is not the Board’s intention to 
impose excessive handicaps upon the operations of con- 
sumer credit and, indeed, such credit mechanism may have 
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a very great value when circumstances again call for 
rapid expansion of purchasing power.” Once the supply 
has caught up with the demand for consumer goods, it 
would be most unwise to retain the one-third down pay- 
ment to discourage the life-giving cycle of full employ- 
ment, production, and sales. 

From the social point of view, the exacting require- 
ment of one-third down payment goes too far in the legiti- 
mate desire to protect the low wage earner from over- 
buying. In the first place, all the other innovations 
set out in a simple uniform contract will go a long 
way toward having every customer realize the nature 
and extent of the transaction. If the anxious and not 
too responsible buyer is still undeterred, the too enter- 
prising merchant who knows that he cannot repossess 
as readily as before will think twice before he approves 
the sale. All the excellent facilities of the credit bureau 
are at his disposal to weigh the risk of the normally 
prudent merchandiser before he sells. Does the public 
realize that the average store turns down a considerable 
proportion of prospective purchasers because it realizes 
they are unsafe credit risks? 

With these natural controls at work, is it reasonable 
to ask that nobody be allowed to buy on credit unless 
they can pay one-third down? Would you put every- 
body into a straight jacket just because a few people show 
signs of mental instability? ‘The constructive value of 
installment selling was readily acknowledged in a letter 
from the Canadian Welfare Council. a few years ago 
which states: “We recognize that installment buying 
makes possible the purchase of necessities, comforts, and 
luxuries that many a low salaried family could not other- 
wise enjoy.” Should this possibility be restricted in the 
postwar era of abundance for the forgotten man because 
a small proportion cannot manage their budgets? It 
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would be most interesting to ascertain what proportion 
of installment buyers came to grief from overbuying out 
of the tremendous volume of retail business transacted 
on credit. As far as I know, there has never been a 
factual survey made on this subject in Canada. In the 
State of New York, the Conference on Installment Sell- 
ing found an insignificant proportion of cases where 
trouble resulted from overbuying. Such cases would 
yield to education and supervision, where necessary, in- 
stead of permanently invading the field of free enterprise 
by telling the merchant to whom he may sell, and the 
customer when he may buy. It is most significant that 
the English Hire Purchase Act, on which most of the 
current suggested improvements are based, does not con- 
trol the down payment in any way. The English Hire 
Purchase Act was adopted only after a long period of 
study and consideration. It was lengthily debated in 
the English Parliament upon a number of occasions 
before it became law, and with all that, it was felt that 
no efforts should be made to control installment selling 
by a governmental decree requiring a certain proportion 
of the purchase price as a down payment. 


Some Merchants Want Control 


Occasionally one finds a merchant who would like to 
see the wartime control of the one-third down payment 
retained forever. The reason for this attitude on the 
part of a small pressure group can be easily discerned. 
The wartime boom of short supply and tremendous pur- 
chasing power has been a Roman holiday for them; their 
business has never been in such liquid condition before. 
No wonder they would like to see it continue forever. 
They forget, however, that the time is not far off when 
they will have to sell their merchandise instead of keep- 
ing it hidden under the counter. One wonders whether 
their prime interest is not the selfish one of being able to 
show a handsome balance sheet, instead of being con- 
cerned with raising the standard of living of the low 
wage earner. 

Let us not forget that the standard of living of the 
low wage earner is one of the most important considera- 
tions in this entire matter. Thus, it was acknowledged 
by the W.P.T.B. that one of the chief objections to 
consumer credit controls was the fact that they dis- 
criminated against the low wage earner, who needed 
credit facilities to maintain a decent standard of living. 
An official of the Board expressed himself as follows: 
“When consumer credit restrictions were first considered, 
one of the chief objections was that they would discrimi- 
nate against the low wage earner. It was felt, however, 
that it was necessary to adopt some measure of control 
of credit business to assist in lessening demand for much- 
needed materials and labor, as well as to counteract an 
additional inflationary tendency through the multiplying 
of purchasing power by an easy extension of credit.” 
Is it not an elementary act of justice to the low wage 
earner to restore his normal purchasing power as soon 
as the emergency situation created by the war has dis- 
appeared ? 

Every consideration of economic good sense and social 
justice supports the view that the contentious proposal 
of government control of the down payment should be 
dropped, and we should consider the other constructive 
suggestions which will prove of benefit to all concerned. 
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In the News 


ACCORDING TO a recent survey more than 80 per 
cent of all wartime savings are in the hands of persons 
with annual incomes in excess of $5,000, and such persons 
constitute less than 10 per cent of the total population. At 
the other extreme, families with incomes of $3,000 or less 
comprise about 73 per cent of the population, and these 
families hold only 7 per cent of all wartime savings. 

= 2 @ 


IT IS obvious that under present OPA policies, retailers 
will be left with a residue of the lowest margins that ever 
prevailed on a host of resale priced items; household ap- 
pliances especially. 

x * * 


REDEMPTIONS of United States Savings Bonds have 
now forged ahead of sales. September sales were $514 
million and redemptions were $528 million. A year ago 
the figures were $692 million and $282 million. Since 
July 1, sales have exceeded redemptions by a little more 
than $1 billion; a year ago the excess was $2.6 billion. 
The reasons: Perhaps lagging interest in accumulating this 
type of savings, or a reflection of the end of the war and 
lower incomes. 

x k * 


RETAILERS, wholesalers, and other American busi- 
nessmen engaged in distribution are urged by the National 
Chamber of Commerce to set their sights on a postwar 
volume of business from 30 to 50 per cent higher than 
the prewar maximum. Nothing less than this, the National 
Chamber warns, will maintain the high levels of employ- 
ment in both distribution and production essential to 
future prosperity. 

x k * 


OPA ADMINISTRATOR Bowles says on retention of 
price controls: “Although I am completely in favor of 
the removal of all price controls at the earliest possible 
moment, I do not see how any specific date can be set 
in advance for such removal. Only after a careful con- 
sideration of all the forces which are affecting our economy 
at the present time can such a decision be made.” 

x k *& 


RETAILERS in various cities report a definite easing 
of the retail employment situation. Layoffs in war plants 
and the ever-increasing tide of returning servicemen, have 
brought renewed interest in store jobs. 

x @ 


FUR SALES are falling on reports that the 20 per cent 
federal luxury tax will come down soon. This tax is 
scheduled to stand until six months after the end of 
hostilities is proclaimed by Congress. 

x kk 


INSTALLMENT ACCOUNTS outstanding at depart- 
ment stores showed little change during August, and con- 
tinued slightly below the level of a year ago. Collections 
on installment accounts increased during the month, and 
the collection ratio rose two points to 33 per cent. The 
average period installment accounts were outstanding was 
approximately five months, about the same length of time 
as in August, last year. 

x: 


SEPTEMBER surplus property declarations hit a mark 
of $1,714,498,000, an increase of 257 per cent over August. 
Administration expects all surplus property to net a re- 
covery of only one billion dollars by June, 1946. 
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OPA’S JOB is done, and end of all price-control and 
rationing operations is definitely in sight. January 1, is 
logical time to close down remaining items—tin, autos, 
tires, and sugar. 

x *k * 

AMERICA HAS a good chance of getting through the 
present reconversion period without mass unemployment 
or severe business dislocation, according to substantial 
opinion among six of the country’s leading economists 
who are participating in a symposium on “Financing 
American Prosperity” soon to be issued by the Twentieth 
Century Fund. 

x &* * 

RETAIL FURNITURE store sales showed a consider- 
ably smaller seasonal rise than is usual from July to 
August. Cash Sales remained at the July level, while 
credit sales increased somewhat during the month. 

x * * 


MASS PRODUCTION, mass distribution, and mass 
consumption are essential to avoidance of both inflation 
and deflation. Consumer credit can and will aid such a 
program. If freed of controls which hamper its full play, 
consumer credit will equalize the flow of durable goods 
to buyers and help maintain the American way of life. 

x * * 


CONSUMER INSTALLMENT loans outstanding at 
commercial banks, small loan companies, industrial bank- 
ing companies, and credit unions declined by 4 million 
dollars during August to an estimated total of 1,094 mil- 
lion dollars. At the end of the month the amount out- 
standing was about 10 per cent higher than a year ago. 

x * * 


INSTALLMENT accounts outstanding at jewelry and 
furniture stores showed about the usual seasonal decline 
in August, while those at household appliance stores re- 
mained at the level of the past seven months. In com- 
parison with August 31, 1944, accounts receivable of fur- 
niture stores were in about the same volume and those 
of jewelry stores were nine per cent higher. 


x * * 

THE VICTORY loan drive began October 29 and will 
end December 8. The over-all quota, corporate and in- 
dividual, is $11 billion. The quota for individuals is $4 
billion—$2 billion for E-Bonds alone. They finished their 
job, let’s finish ours! 

x * * 

ONLY TWO-THIRDS of the total job separations in 
August became additions to the total of unemployed. About 
800,000 of the 2,400,000 laid off found jobs and government 
officials say that by now the major adjustments of employ- 
ment have been made. 

~* 

A CURTIS Publishing Company survey of 4,000 families 
in 35 states shows 30% intend to install air-conditioning 
equipment. Eighty-one per cent of these families want 4 
central cooling system. Forty per cent of those inter 
viewed will buy on the installment plan. 

x kk 

SOME REASONS why war costs continue: mustering- 
out pay averages $270 per veteran; it takes $7,000 to estab- 
lish a veteran’s hospital bed and another $5 a day to main- 
tain him there. 

x kk 

PUBLIC DEBT of Federal Government now approaches 
$277 billion, leaving only $23 billion to go under present 
statutory ceiling. This margin will be absorbed before the 
end of the current fiscal year, next June 30. 


xk & 
THE BOARD OF DIRECTORS of the Chamber of 
Commerce of the United States recently adopted a resolt- 


tion calling for a definite end to all government price con-@ 


trols within six months after the termination of hostilities. 
The Emergency Price Control Act, as extended June 30, 
calls for termination of price control one year after that 
date. 
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Streamlined (ifice Routine 


THE FUTURE ERA of business record efficiency 
and service will require safety as it has in the past, but 
it will also necessitate streamlined simplicity and brevity. 
Recent years have brought about improvement in routine. 
First, because new employees could not follow all the 
complicated details accurately. Second, because in study- 
ing and explaining these details more simplified methods 
came to light. Third, because business firms are begin- 
ning to realize the possibilities of such procedure. 

Routine detail put into operation many years ago may 
still be in use, even after the reason for its existence 
has passed, unless vigilance is used in watching opera- 
tions and the study of its importance and necessity. 
|. Different methods must be used to simplify and in- 
crease the efficiency of business record operations. 

2. Simplicity of procedure requires continuous study 
throughout the life of a business, for satisfactory changes 
cannot be made wholesale by a short campaign. The 
elimination of unnecessary work is the same principle as 
weeding a garden; new ones are always springing up. 

3. The job must be done by those working in the various 
divisions of the business. Employees must be inspired 
and encouraged to keep a watchful eye for better and 
easier methods. 

+. The office is usually bombarded with suggestions that 
require additional complicated detail to handle a situa- 
tion that may happen once and never again. New pro- 
cedure should be analyzed carefully by several persons, 
and especially by one adapted to simplification and organ- 
ization before it is put into operation. 

3. A good brain exercise and red tape eliminator is to 
ask each office employee to think through his or her 
routine and to place the complete picture on paper. This 
procedure creates a pleasant situation for the majority, 
and points out the workers who cannot organize or who 
do not care to think. 

6./Formulate a chart something like the one illustrated 


below, placing each office employee in his or her respective 
division of work. 


7. Study this chart along with the compiled information 
of all detail work performed by each individual. 

a. Detail records may be combined and the same re- 
sults obtained. Others may be entirely eliminated. 
Detail which may have been added by an office 
employee can be analyzed, and then determined 
whether or not it is necessary. 

When an employee is always behind with his or 
her work, there is usually a reason; either too much 
work, too many unnecessary details, or lack of 
organization. Scientific study of the job will 
determine the cause and help formulate a_ better 
method. 
At least three employees should know the work of 
another. The promotion of office workers takes 
care of a large portion of this training. 
8. With the information at hand, look forward to formu- 
lating a definite, clear-cut office manual. 

a. This manual should show the office organization 
chart, the complete detail of each responsibility 
and routine of each individual worker. 

The outlined detail of work shows the new em- 
ployee the work to be done and the necessary routine 
for the particular job. It also serves as a definite 
reference, and consequently necessary details are not 
overlooked by new or old employees. 
The divisions can be coded by letter-number instead 
of employee, the only change to be made is on the 
chart where the name has been written in pencil. 
If routine is eliminated, added to, or completely 
changed, it effects only the instruction page pertain- 
ing to D-1 or whichever worker is involved. 
9. Place the information for the office manual on sheets 
the same size as the store manual so that they may be 
placed in the back of the book following the general 
instructions of the store. 
10. The great and lasting speeches of history have been 
made in a few words. This method in many cases can 
also be applied to business record procedure—J. L. 
Owens, Credit Manager, Miller & Paine, Lincoln, 
Nebraska. wk 
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Customers Will Pay Promptly 


ee fact all credit grant- 
ers—have learned that customers, 
with few exceptions, will pay their charge 
accounts promptly and their installment 
payments as agreed. 

We have contended for years that this 
was possible and could be accomplished 
through consumer educational campaigns. 
Government credit control has demon- 
strated the fact that a large majority of 
customers will pay accounts in accordance 
with terms. 

To maintain this advantage when Regu- 
lation W is discontinued, you should: 


1. Adopt sound credit policies, for both 
monthly charge and installment ace- 
counts. 

Kxplain eredit terms to old and new 
customers alike, and diplomatically 
enforce those terms. 

In cooperation with other credit 
granters, inaugurate consumer credit 
educational campaigns sponsored by 
your local association or credit bu- 
reau, through: 

(A) Newspapers 

(B) Radio 

(C) Billboards 

(D) Streetear and bus ecards 

(I) Stickers and inserts. 

Such a campaign is now in the making, 
and the first series of fourteen advertise- 
ments will be ready within the next sixty 
days. It will be followed by another series 








within six months, and still another one 
six months later. 

An educational booklet will be prepared 
for use with the first series, and other ma- 
terial will be released as promptly as pos- 
sible. The advertisements will be designed 
to create an interest in buying on credit, 
to discourage the extension of unwise and 
unsound credit, and they will point out 
to the consumer the advantages of main- 
taining a good credit record. 

The first portfolio of advertisements 
should be ready shortly after December 1. 
Credit Associations and Credit Bureaus 
are urged to sponsor consumer educa- 
tional campaigns in the interest of build- 
ing credit sales and discouraging unsound 
credit terms and credit policies. Such a 
campaign will add to the prestige of your 
organization, and will prove of inealcula- 
ble benefit to the credit granters of your 
community. 

There is a possibility that the National 
Association will sponsor a nationwide 
campaign on a much broader seale, for 
which funds will be raised by credit grant- 
ers and Credit Associations. If the plan 
is approved by our Board of Directors, 
the material should be ready for use with 
the termination of Regulation W. It is 
anticipated that this campaign may cost 
$100,000 or more, depending upon its 
scope. Several Associations have ex- 
pressed an interest in it, and a willingness 
to contribute their share of the expense. 

It is not too early to discuss consumer 
credit education! 


A Hersoras. 





General Manager-Treasurer 
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